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Speaking of 


Group Pensions 


The 


Plain Facts are... 


We are in a particularly strong cost position for three good reasons: 


First, our premium rates guarantee a low maximum cost. 
Second, our investment earnings are high. 


Third, our method of crediting interest to Group Pension contracts 


through our dividend formula reflects our high investment earnings. 


We could fill this page with claims, but the 
only way we can effectively demonstrate our 
cost picture to you is to quote on an individual 
Group case. We therefore invite you to consult 
a New England Life Group Representative, 
General Agent, Agent, or your own Broker for 
more facts — and figures. 


NEW ENGLAND 
Miu LURES oe 


THE COMPANY THAT FOUNDED MUTUAL LIFE INSURANCE IN AMERICA—1835 
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Shaping a Career in a Single Year 





L. W. E. Laudel 
$883,648 


A. Y. Chang 
$778,260 





J. S. Graves 


G. Morgan 
$584,447 


$592,203 


Top Ten 


First Year Men 


show the earning power 
in 





V. R. Workman 
$505,434 


W. A. Barbareck 
$572,573 








R. E. Shankland 
$472,291 


L. F. King 
$481,282 





W. S. Marshall 
$435,533 


S. A. Brown 
$438,475 


The first year ordinary sales of these men show that the Lifetime Security Franchise is geared for 


immediate results in sales and commissions. 


And these men are just starting to realize the many benefits from LSF. A three-year training pro- 
gram of four courses (from induction to advanced underwriting) plus company-subsidized outside 
study including CLU training, all equip agents for continuous productive selling ... offer success- 


ful lifetime careers climaxed by liberal non-contributory retirement. 


General American Life 
insurance Company 


SAINT LOUIS 





A MUTUAL LEGAL RESERVE CcCcOMPAN Y 
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Changes Unveiled: 
CLU Curriculum to 
Be More ‘Practical’ 


Twice as Saleable to 
Prospective Candidates, 
Is Company Reaction 


By ROBERT B. MITCHELL 


NEW YORK—Without impairing its 
academic standards in any way, the 
American College has markedly re- 
vised its CLU curriculum to bear more 


) directly on the job actually facing the 


agent in the field. 
Education rather than training—the 


‘imparting of knowledge rather than 
| specific skills—will still dominate the 
* new curriculum. As in the past, holders 


of the CLU designation will be sup- 
posed to know the principles and 
workings of government, finance, eco- 
nomics, business, and social forces. 
They must still be able to consult with 
clients on every aspect of their total 
environment and come up with soundly 
reasoned advice, rather than offering 
ready-made solutions that the agent 
has accepted on faith. 

Candidates starting to prepare this 
fall for any of the June, 1957, examina- 
tions will pursue the new curriculum. 
The remodeled program calls for more 
study to be devoted to business life 
insurance, group insurance, A&S, tax- 
ation, annuities and programming. It 
introduces as subjects essentially new 
to the CLU curriculum private pen- 
sions, family finance, ethics, and mo- 
tivational psychology. 


The American College has made fre- 
quent revisions previously to keep 
pace with changing conditions and the 
latest revisions are designed to keep 
pace with rapid changes in business 
and family life in recent years and are 
made possible because of the comple- 
tion of text materials on which the 
American College found it necessary 
to pioneer. 

There will still be five parts and five 
examinations. The studies, according 
to the American College, will require 
no more time and should prove no 
more difficult for the candidate. Reg- 
istration and examination fees remain 
the same. 

Dean Herbert C. Graebner of the 
American College said that the re- 
modeled program involved no change 
in the college’s basic aims and philo- 
sophy established by Dr. S. S. Huebner, 
president emeritus, and other founders 
of the CLU movement 29 years ago. 

At a press luncheon given by Chair- 
man Julian S. Myrick of the American 
College to explain the new curriculum 
to insurance editors, President Davis 
W. Gregg of the American College 
pointed out that the equipment re- 
quired to provide useful service of a 
Professional quality obviously changes 
as conditions of modern life change 
and in recent times these conditions in 
every branch of business and family 
life have changed fast. Possession of a 
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MAY BE DOUBLE 





Treasury Reported 
Seeking Big Boost 
in Company Tax Rate 


NEW YORK—tTreasury officials are 
seeking a formula for taxing life com- 
panies that would sharply increase, 
perhaps double, the present rates, ac- 
cording to the New York Times. The 
Times story quoted “well posted 
sources,” but nobody by name. 

This is the first indication that such 
a high level of taxes was being sought. 
Under the one-year law applicable to 
1955 income, it was estimated by the 
Senate finance committee that the 
companies would pay about $248 mil- 
lion. : 
What has caused many companies 
concern about the “total income” ap- 
proach of the Treasury, to which the 
regular corporate income rate would 
apply, is that it would be extremely 
uneven in its effect on companies. 
Many companies might have to pay 
three or four times their present taxes. 

The increase could run up to 100- 
fold in the case of companies that now 
pay virtually no taxes because most 
of their profit comes from insurance 
operations rather than investments. 
Credit insurers are the extreme ex- 
ample of this situation but it applies 
to other insurers with large propor- 
tions of term business. 

While the Times story seemed to in- 
dicate a changed and decidely tougher 
attitude on the part of Treasury of- 
ficials, life insurance people who have 
been following the efforts to arrive at 
a permanent tax formula say there has 
been no change. Many life insurance 
executives believe that a “total in- 
come” basis can be worked out to 
which the corporate tax can be ap- 
plied, even though the task is ex- 
tremely difficult. Much of the diffi- 
culty is in evolving a basis that would 
be fair to mutual and stock companies 
alike. 

Treasury officials, according to the 
Times article, hope to have specific 
recommendations ready by next 
month. This is regarded in the busi- 
ness as being over-optimistic. 


Mass. Mutual Passes 
$5 Billion in Force: 
Ist Quarter up 17.7% 


Massachusetts Mutual Life has 
passed the $5 billion mark in total in- 
surance in force and sold $182 million 
of ordinary in the first quarter, up 
17.7%, highest in any 3-month period, 
Vice-president Chester O. Fischer told 
the annual meeting of policyholders at 
the home office. 

January sales of $70 million made it 
the largest single month on record. 

The company set up a liability of 
$3,775,000 on Dec. 31 in estimating the 
outstanding federal income tax on 1955 
operations, and then used another 
$760,000 from a special reserve fund 
set up to cover any excess taxation. 
The tax incurred in 1955 was $4.5 mil- 
lion, based on the formula set forth 
in the Mills-Curtis bill. 
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Johnson Resignsas Senators’ Report 


Variable Annuity 


Life’s President 


WASHINGTON—George E. John- 
son has resigned as president of Var- 
iable Annuity Life, 
the first company 
organized to sell 
variable annuity 
contracts to the 
general public. He 
has not announced 
his plans. 

At the same 
meeting at which 
the directors ac- 
cepted Mr. John- 
son’s__ resignation 
they elected Page 
Hufty, chairman 
of the finance committee of Union 
Trust Co. of Washington, as chairman 
of Variable Annuity Life’s finance 
committee. He is a director of some 30 
financial and manufacuring organiza- 
tions. A successor to Mr. Johnson will 
be announced shortly. 

Mr. Johnson was vice-president 
and general counsel of Teachers In- 
surance & Annuity and its variable- 
annuity affiliate, College Retirement 
Equities Fund, before becoming presi- 
dent of Variable Annuity Life last 
year. He was instrumental in the or- 
ganization of CREF and was one of 
a group that tried unsuccessfully to 
obtain legislation in New York per- 
mitting the formation of a company 
to sell variable annuities to the gen- 
eral public. Mr. Johnson was connec- 
ted with Teachers for some 20 years. 

Variable Annuity Life’s board 
adopted a motion expressing its ap- 
preciation thanking him for his service 
to the company “during the important 
formative period in the company’s 
history” and expressing appreciation 
for “his untiring efforts in behalf of 
the principle of the variable annuity.” 


March Life Sales 
Set New Record 
with 17% Increase 


“March sales of life insurance were 
$4,612,000,000, bringing the first- 
quarter total to $12,061,000,000, an in- 
crease of 17% over the record set by 
last year’s first quarter, according to 
LIAMA. The month’s total was the 
largest for any March on record. 

Ordinary accounted for $8,142,000,- 
000 of the first quarter’s sales, an in- 
crease of 13%. Industrial was $1,561,- 
000,000, down 5%. Group accounted 
for $2,358,000,000, up 65%. 

For March, ordinary sales were $3,- 
046,000,000, up 9% for a new March 
record, second only to the all-time 
monthly record of last December. The 
number of ordinary policies bought 
in March was 754,000, bringing the 
quarter’s total to 1,969,000, up 7%. 
Industrial sales in March were $587 
million, off 1%, while group sales 
were $979 million, up 119%. Group 
figures exclude additions under pol- 
icies already in force. LIAMA figures 
do not include credit policies. 








George E. Johnson 





on Welfare Funds 
Causes Misgivings 


Disclosure Requirement 
for Employer-Managed 
Plans Would Hike Costs 


WASHINGTON—Legislative pro- 
posals for regulating abuses unearthed 
in jointly administered employer- 
union welfare funds have been re- 
leased by the subcommittee headed by 
Sen. Douglas of Illinois. They include 
a recommendation that disclosure re- 
quirements apply not only to the 
jointly administered type of plan but 
also to the much more widely pre- 
valent type of plan under which the 
employer undertakes to provide a 
specified level of benefits. 

This would add substantially to the 
cost of the employer-administered type 
of plan, even though it was not in this 
category of plans that the abuses were 
found to exist. It is estimated that 
about 92% of employes covered for 
group insurance are under the employ- 
er-managed, level-of-benefits plan, 
about 742% under jointly administered 
plans, and about one-half of 1% under 
union-administered plans. 

There are other reasons why group 
insurers don’t like the disclosure re- 
quirement for coverages bought by the 
employer from the insurer. The main 
one is that it forces disclosure of fig- 
ures that are no concern of anyone 
but the employer and the _ insurer. 
There may be important competitive 
disadvantages in letting such informa- 
tion get around. 

The Douglas report takes the view 
that even though the union negotiates 
only the level of benefits and not the 
price that shall be paid for them, the 
employes have an interest in the mon- 
ey that is paid, since it is a form of 
compensation. Insurers say, however, 
that furnishing reports to millions of 
employes would add materially to the 
cost of the benefits. 

There seems to be no strong objec- 
tion among insurers to requiring full 
disclosure of all facts and figures on 
jointly administered plans on the 
ground that this would constitute an 
invasion of the states’ insurance regu- 
latory powers. One suggestion is that 
while requiring such disclosure the 
law might exempt disclosure for con- 
tracts made in states having at least 
as strict disclosure statutes as the fed- 
eral law. This, it is pointed out, would 
encourage states to pass laws equal in 
scope to the federal statute. 


INDUSTRY VIEW 


NEW YORK—“The life insurance 
companies are wholly sympathetic 
with the objective of those who would 
establish barriers against any activi- 
ties in connection with union welfare 
funds which are not in the public in- 
terests,” said President Holgar J. 
Johnson of the Institute of Life In- 
surance, in answer to inquiries. 

“They would, however, like to have 

(CONTINUED ON PAGE 40) 
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DESCRIBE CHANGES AT REGIONAL MEETS 





Guarantee Mutual Revamps Policy Portfolio; 
Net Costs Lowered on All Life Contracts 


Guarantee Mutual Life of Omaha 
has completely reorganized its life in- 
surance rate structure and dividend 
scale and has added several life con- 
tracts to its policy portfolio. Premiums 
less dividends are lower for every life 
insurance plan written by the com- 
pany. 

The field force is being oriented to 
the new rates and policies at a series 
of regional meetings being conducted 


"IViNET] 





Ralph E. Kiplinger, left, shown re- 
ceiving from J. D. Anderson, agency 
vice-president, a scrapbook containing 
congratulations from the Guarantee 
Mutual Life sales force who in March 
produced $6,824,061 in his honor. The 
leading agent during the record-break- 
ing campaign was Abe Newman of Ak- 
ron, O., and the top agency was the 
Lifsitz agency at Akron. 


this month at Fargo, N.D.; Grand Is- 
land Neb.; Chicago, Oklahoma City, 
Portland, Ore.; Los Angeles and Hono- 
lulu. 

The regional sessions, conducted by 
J. D. Anderson, agency vice-president, 
take the form of two-day educational 
clinics at which sales ideas developed 
and tested at the home office are taken 
to the men in the field. Ralph E. Kip- 
linger, president, and representatives 
of the agency, actuarial and medical 
departments are addressing the meet- 
ings. 

Accompanying the changes in poli- 
cies and rates is an increase of 5% 
in first year agents’ commissions on 
the company’s most popular plans. In 
addition, service fees have been ex- 


tended to the lifetime of an agent and 
there has been a general broadening of 
the retirement program. 

About three years ago, Guarantee 
Mutual launched what has been a 
successful expansion program, and the 
current revisions form the basis of 
a new growth program which has 
“Geared for Progress” as its theme. 
The company this year registered its 
best first quarter ever, sales exceeding 
those of the same period in 1955 by 
about 25%. Last year’s new sales were 
up about 25% over the preceding year, 
and the gain in insurance in force in 
1955 was up about 80%. 

At the first of the year Guarantee 
Mutual rounded: out its full line of 
A&S contracts by entering the non- 
cancellable field. This coverage has 
caught on in a big way and accounts 
for much of the larger first quarter 
increase in A&S sales. 

Highlights of the policy changes, 
featured by lower net costs for all is- 
sues, are as follows: 

The $10,000 minimum policy has 
been renamed the “President’s Spe- 
cial.” Premiums have been lowered, 
cash values in the early years raised, 
and the net cost lowered. The age of 
issue has been extended to ages 0-70 
inclusive. 

A new and higher dividend scale 
will be applied to business in force as 
well as new business and will be put 
into effect as soon as possible. 

Accidental death benefit rates have 
been lowered and the coverage ex- 
tended to age 65 rather than the pre- 
vious termination age of 60. There now 
are only five restrictions: suicide, bod- 
ily infirmities, illness, war and partici- 
pation in aviation as crew members 
and all military pilots. The issue age 
has been extended to include age 0 
and age 60. 

Disability rates as they apply to life 
insurance have been lowered, and the 
rates for females now are the same 
as for males. Total disability income 
and payor waiver of premium rates 
also have been lowered. Premiums will 
be waived to age 25 for disability and 
death or for death only. Waiver of 
premium issue age has been lowered 
to five and underwriting has been lib- 
eralized so that accidental death bene- 
fit, waiver of premium and payor 
waiver of premium can be issued on 
the same policy. In addition, a dis- 


Old Republic Life Insurance Company 
provides the most complete specialized 
credit life, accident and sickness insur- 
ance market for agents serving finan- 
cial institutions engaged in diversified 
instalment credit. Its representative 
can be of assistance to you. A phone 
call, wire or letter will bring the man 
from Old Republic to your desk with 
full details. 


Old Republic 


Life Insurance Company 
Chicago 1, Illinois 








ability automatic conversion clause has 
been added to certain term policies. 

New policies include: miscellaneous 
endowments that mature for every 
duration from 10 to 20 years; a 10, 
15, 20 and 25 year decreasing term 
policy, to be sold in amounts of $10,000 
initial coverage and over, which is 
similar to the mortgage rider except 
that it is issued as a policy with no 
basic insurance. The latter policy has 
a very competitive rate. It is the rider 
rate with a 10% loading. The loading 
is returned as a dividend, making the 
cost of the policy and rider almost the 
same. 

Included in the new rate book is a 
conversion table from which agents 
can calculate premiums. Because fewer 
additions and multiplications are nec- 
cessary, determination of rates can be 
made faster and more accurately. 

Term and term rider rates with other 
plans have been included by age in 
the rate book. Also included are the 
amounts of insurance purchased by a 
monthly premium of $10, both regular 
and monthly and salary savings or 
economy bank check plan. 

The interest rate on dividend accu- 
malations is now 3%4%, effective Jan. 
1, for all business. 





Zimmerman Officially 
Elected President of 


Connecticut Mutual 

HARTFORD—Charles J. Zimmer- 
man was Officially elected president 
of Connecticut 
Mutual Life by 
the directors last 
Friday. He was 
also elected a di- 
rector. 

The election be- 
comes effective 
July 1, giving Mr. 
Zimmerman time 
to wind up his 
affairs as manag- 
ing director of 
LIAMA. 

Since announce- 
ment of Mr. Zimmerman’s selection 
as Connecticut Mutual president was 
made March 20, he has received 1,500 
messages of congratulations. 

In addition, Chairman Peter M. 
Fraser reported that the company and 
he personally have received “many, 
many wonderful wires and letters of 
congratulations.” 

“This rather unusual response to the 
announcement certainly confirms our 
feeling of good fortune in having Mr. 
Zimmerman return to our company as 
president,” Mr. Fraser said. 

Mr. Zimmerman joined LIAMA in 
1946 after returning from naval serv- 
ice. He has been managing director 
since 1951. 

After being officially told of the 
board’s action, Mr. Zimmerman said, 
“In a very real sense this is a home- 
coming for me. With the exception 
of my two years as executive manager 
of the New York City Life Under- 
writers Assn., and the last 10 years 
with the LIAMA since my discharge 
from the navy, all my business ex- 
perience has been with the Connecti- 
cut Mutual. 

“My genuine regret at leaving such 
an outstanding organization as the 
LIAMA is tempered by the realization 
that I am returning to my old com- 
pany and to my many long-time 
friends in the home office and in the 
field. Among these, of course, is Chair- 
man Peter M. Fraser, with whom I 
have been closely associated since 
1924 and in whose New York City 
agency I received my early life in- 
surance training. 


C. J. Zimmerman 


Albritton Nominated 
for MDRT Executive 
Committee Post 


Robert S. Albritton, agent for Proyvj- 
dent Mutual Life at Los Angeles, has 
been nominated as 
the new member 
of the Million Dol. 
lar Round Table 
executive commit- 
tee. 

The nomination, 
made by a com. 
mittee headed by 
Immediate Past 
Chairman George 
B. Byrnes, New 
England Life, New 
York City, was an- 
nounced to MDRT 
members this week in a report from 
Mr. Byrnes. In the same mail was a 
letter from MDRT Chairman Arthur 
F. Priebe, Penn Mutual Life, Rockford, 
Ill. Mr. Priebe’s letter to the member- 
ship contained Mr. Byrnes’ audited fi- 
nancial report for the year ended last 
Oct. 31, and also a report on prepara- 
tions for the cruise convention to Ber- 
muda on the Kungsholm, May 16-21, 

There is always special interest in 
who will be the new man on the ex. 
ecutive committee, for in the normal 
progression he becomes chairman the 
third year following his election to the 
committee. In line with tradition, vice- 
chairman Howard D. Goldman, North- 
western Mutual, Richmond, is nomin- 
ated for chairman of the 1957 Round 
Table. William D. Davidson, Equitable 
Society, Chicago, who is serving his 
second year on the executive commit- 
tee, is nominated for vice-chairman, 
Adon N. Smith II, Northwestern Mu- 
tual, Charlotte, N.C., for reelection to 
the committee, and Mr. Priebe for re- 
election to the committee as immediate 
past chairman. Election will take place 
at the annual meeting next month but 
the present committee remains in of- 
fice until Oct. 31. 

Mr. Albritton is serving as a vice- 
chairman of this year’s program com- 
mittee, headed by Mr. Goldman. In 
1951 he was a member of the recep- 
tion-registration committee, in 1952 a 
speaker and room-hopping host, in 
1954 vice-chairman of the reception- 
registration committee and in 1955 





R. S. Albritton 


vice-chairman of the general arrange- 
ments committee. 


Qualifying first for the MDRT in 
(CONTINUED ON PAGE 37) 
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UNITY LIFE & ACCIDENT 
INSURANCE ASSOCIATION 


Insures 


The Whole Family 










Unity agents are equipped 
to serve every need for per- 
sonal insurance. Juvenile 
policies our specialty. 

e@ 


E. R. DEMING L. J. BAYLEY 
President Secretary 


HOME OFFICE — SYRACUSE, N. Y. 
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Varied Southern Round Table Program 
Makes Birmingham Rally a Bell-Ringer 


Southern Round Table of Life 
Insurance Advertisers Assn. held its 
annual meeting in Birmingham, Ala., 
during the first three days of this week. 
The theme of the gathering that 
attracted a group of 75 was “Molding 
Ideas to Forge Ahead.” In addition to 
the featured speakers there was a free 
exchange of ideas and successful pro- 
cedures, an exhibit of various company 
publications, and observable through- 
out the business sessions and social 
affairs was the cordiality and cam- 
eraderie that always characterizes the 
SRT get-togethers. 

Loflin E. Harwood, Southwestern 
Life, was in general charge as 
chairman. As vice-chairman, Harry E. 
Nelson, Life & Casualty, presided at 
most of the session. Clarence E. Bishop, 
Protective Life, “put the show on the 
road” aS arrangements’ chairman. 

A. B. Richardson, Life of Georgia, 
LAA’s current president, and Jack R. 
Morris, Republic National, immediate 
past president, attended, but sorely 
missed absentees were three SRT 
wheelhorses: Powell Stamper, National 
Life & Accident; Charles C. Fleming, 
Life of Virginia, and John L. Briggs, 
Southland Life. Most of those who 
arrived Sunday were delayed or in- 
convenienced by the tornado that 
killed 22 in a Birmingham suburb. 


Some of the airplane trips were 
extremely rough. 
Sunday night there was. the 


traditional “breeze session” at which 
the hosts were home office officials 





NEW OFFICERS 
Chairman—Harry E. Nelson, Life & 
Casualty. 
Vice-C hairman—Jay C. Leavell, 
Guaranty Savings. 
Secretary—Clarence E. Bishop, Pro- 
tective. 





of Guaranty Savings, Liberty National 
and Protective Life. New members 
were made to feel at home and the 
renowned southern hospitality was 
everywhere in evidence. 

At the opening of the initial business 
session, Chairman Harwood _intro- 
duced the guests and 17 members who 
were sitting in at their first SRT 
meeting, a surprisingly large number. 
Vice-chairman Harry E. Nelson, Life & 
Casualty, was the presiding officer. 
Clarence M. Kilian, advertising man- 
ager Alabama Power Co., editor 
of the largest and most widely circu- 
lated company publication in Alabama, 
spoke on the faults and virtues of 
house organs, including those published 
by life companies. 

Jay C. Leavell, Guaranty Savings, 
presided at the “buzz session,” intro- 
duced two years ago and now an 
established feature of SRT meetings. 
The audience was divided into six 
groups of 10 or more, each with a 
chairman and secretary. The groups 
discussed three subjects; direct mail, 
benefits of trade publication adver- 
tising and whether controversial 
questions should be included in com- 
pany house organs with the pros and 
cons presented in full. The findings 
of each group were read by its 
secretary and recorded on a blackboard 
at the front of the room. 

_At the luncheon Dr. J. L. Brakefield, 
director public relations, Liberty 
National, surveyed current conditions. 
The afternoon was occupied with an 
Inspection tour of the Tennessee Iron 
& Coal Co. At the president’s reception 


ee, 


and dinner, Dr. F. M. Cook, vice- 
president and director public relations 
Guaranty Savings, gave an inspira- 
tional address. Among the guest were 
C. D. Barksdale, agency vice-president; 
William C. Brennan, secretary, and 
Edward Zauder, sales manager Pro- 
tective Life. 

Robert E. Luckie, president of the 


Robert Luckie & Co. advertising 
agency, was the first speaker at the 
concluding session. His topic was 
“What’s the State of Your Statement?” 
He suggested ways of bringing the 
annual report to life. “Your annual 
report should be a corporate Marilyn 
Monroe,” he said. 

The most  interest-arousing and 
practical feature of the meeting was 
the “hot ideas session.” Clay Alex- 
ander, Lamar Life, explained his 
company’s direct mail plans. His 
company uses direct mail not to get 
sales but only to “sell an interview.” 


Clarence E. Bishop, Protective, ex- 
hibited his newest contest plan. Paul 
E. Smith, Prudential, displayed and 
explained his company’s advertising 
campaign in the southeast that tied 
in the local representative. The 
advertising material used in cele- 
brating the 50th anniversary of his 
company was exhibited by John M. 
Ehle, Imperial. Wilburn L. Page,. 
Great American Reserve, described 
the streamlining of his company’s 
publicity pieces and forms that gave 
them a completely new look. Hugh 
(CONTINUED ON PAGE 37) 
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rn MUTUAL’S dividend scale has been 
increased for the eighth time in 13 years — a 60% 
increase since 1943. Policyholders will receive 
$21,950,000 in dividends in 1956. This is a rise of 
$2,600,000 over the amount distributed in 1955, and 
$805,000 more than would have been distributed if the 
1955 dividend scale had been continued for another year. 

Interest paid on dividend accumulations is 3.15%. 

Interest paid on optional settlements is 3.3%. 

And you have all this plus Connecticut Mutual’s 
noted flexibility and quality. For example: 











income options. 


An even better buy in '56 


Under Connecticut Mutual’s change-of-plan clause 
any premium-paying policy can be converted at any time 
to a higher-premium form. 

All Connecticut Mutual policies — business or per- 
sonal — include the same favorable guarantees of 








Sir Plus Says: Call the nearest 
Connecticut Mutual General 
Agent the next time you have 
a surplus case or one that 
must be brokered. 
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Liberalize Rules 
on Private Flying 


Eighty~seven percent of a group of 
representative companies surveyed by 
Institute of Life Insurance will issue 
life policies at standard rates to per- 
sons who operate airplanes for pleasure 
or business if they meet qualifications 
of age, flying experience and expected 
flying time. When the last survey 
was made in 1948, no companies were 
known to be issuing policies at stand- 
ard rates to such applicants. 

The liberalization in underwriting 
persons engaged in private flying re- 
flects improved mortality among own- 
er-operators of planes, the institute 
said. The fatality rate among civilian 
private pilots in recent years has been 
running one-third of what it was 20 
years ago. 

a o e 

While 1% of the companies surveyed 
now exclude the air risk from policies 
issued to private pilots, two-fifths of 
them excluded the risk or declined 
the applicants in 1935. Of the 87% 
which now accept private fliers at 
standard, three-fifths have a limit on 
the number of hours expected to be 


spent in the air, most frequently 110 
hours a year. The other two-fifths 
have limits on expected flying hours 
and on the amount of issue, usually 
$50,000. 

It also is usually required that the 
applicant be age 27 or older and have 
400 or more hours of solo experience. 
Where age and solo flying require- 
ments are not met, policies usually 
are issued at an extra premium, as is 
the case when expected flying exceeds 
110 hours a year. Extra premiums us- 
ually range between $2.50 and $5 per 
$1,000 of insurance, depending on the 
combination of circumstances. 

The acceptance rules apply only to 
new policies. When the rule reflects 
a liberalization, it is commonly made 
available to policies already in force. 
Once issued at standard, the policies 
cannot be limited or rated up, what- 
ever changes in circumstances may 
develop. 

Liberalizations in the acceptance 
rules apply to pilots, crew members 
and passengers in all areas of flying. 
Scheduled airline travel now is a 
standard risk for passengers with 
practically all companies and even 
for crew members with most. 
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New Simplified 
Monthly Income 
Contract 





COMMERCIAL DISABILITY COVERAGE 


@ Accident and Sickness Indemnity 

© Family Accident Medical Expense 

@ Family Accidental Death Benefit 

@ Longer Periods of Sickness Indemnity 
@ Higher Sickness Age Limits 


We're proud to announce the new MI policy. It is a 
modern, flexible contract that permits planning to suit 
the needs of your clients; 
understand and easy to sell. 
For the complete story, call the Connecticut 
General office nearest you, or write Connecticut 
General Life Insurance Company, Hartford. 


Connecticut 
General 


yet it is simple, easy to 








Make Plans for N.Y. 
State Assn. Meeting 


A partial agenda has been set for 
the annual meeting of New York State 
Assn. of Life Underwriters on May 11 
at Hotel Sheraton-Astor, New York. 

Some of the topics to be discussed 
are the unincorporated business tax, 
the “double dollar’ plan of insured 
savings accounts, the results of amicus 
curiae cases, free insurance policies 
with the purchase of automobiles, tax 
waivers for decedents. Officers will 
be elected. 

The New York City association will 
be host for luncheon, at which a 
speaker will appear. New York City 
Life Managers Assn. will give a cock- 
tail party the previous afternoon for 
members and delegates. 





Hart Joins Hancock 
as GA at New Haven 


John Hancock has appointed Hiram 
S. Hart general agent at New Haven, 
effective May 
He succeeds Percy 
T. Hammonds, who 
has resigned to re- 
turn to personal 
production with 
the company in 
New Haven. 

Mr. Hart recent- 
ly resigned as 
agency vice-presi- 
dent of Berkshire 
Life. He entered 
the business with 
Travelers in 1930 
and was manager 
in Washington, D. 





Hiram S. Hart 


C., when he left to join Berkshire in 
1945. He is past president of Washing- 
ton General Agents & Managers Assn. 
and former vice-chairman of LIAMA 
quality business committee. 


Names Ervin 2nd VP 
of Fidelity Mutual 


Fidelity Mutual Life has electg 
Ralph W. Ervin Jr. 2nd vice-president 
While continuing his interest in th 
investment field, he will also assist the 
president and senior vice-presidents jn 
general administrative matters. 

Mr. Ervin joined the company x 
security analyst in 1949 and late 
served as assistant financial secretary 
and financial secretary. 





Denver Insurer Charges 
Agents, Companies with 


Plot to Curb Commerce 


Professional & Business Men’s Life g 
Denver has filed a $6 million lawsuit 
in U.S. district court at Helena againg 
Mid-Montana, Northern Mon 
Montana and National Assns. of Life 
Underwriters, 19 companies and 53 jp. 
dividuals. 

The company accused the defend. 
ants of entering into a_ conspiracy 
which resulted in unreasonable re. 
straint of its business in interstate com. 
merce. The defendants were charge 
with violating the Sherman antitrus 
act, libel, criminal libel, slander anj 
violating Montana law. The company 
complained of advertisements ani 
handbills put out by some defendants 
critical of some of its policies. 





Joins Mass. Mutual Board 


Richard A. Booth, president of 
Springfield Institution for Savings, has 
been elected to the board of Massa. 
chusetts Mutual Life. He is a director of 
Springfield Fire & Marine, regional 
chairman of voluntary home mortgage 
credit program and past president of 
= Assn. of Mutual Savings 
Banks. 
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A&H 

Group 
Franchise 
Hospitalization 
Brokerage 


Reinsurance 








Theo. P. Beasley, President 





Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 


Top commissions. 


REPUBLIC NATIONAL LIFE 


INSURANCE COMPANY 


life insurance in force exceeds 


$940,000,000.00 


PLUS: One of the most advanced agents 
training programs in the nation ... 











Home Office, Dallas 
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Complete Texts of FTC, NAIC Rules 
on A&S Advertising Are Compared 


The full text of the rules to govern 
A&S advertising which have been pro- 
posed by federal trade commission are 
presented below. After each FTC rule, 
the comparable provision of the A&S 
advertising code promulgated by Na- 
tional Assn. of Insurance Commission- 
ers is shown in italics. FTC will hold a 
hearing in Washington April 20 on its 
rules. 

Definitions. 

A. “Advertisement,” for the purpose 
of these rules, shall mean any of the 
following material when used in con- 
nection with solicitation of the original 
purchase of a policy, or renewal or 
reinstatement thereof: 

Section 1. Definitions. 

A. An advertisement for the pur- 
pose of these rules shall include: 

(1) Any printed and published ma- 
terial and descriptive literature, state- 
ments, or depictions of an insurer used 
in newspapers, magazines, radio and 
TV scripts or presentations, billboards, 
and similar displays; and 

(1) printed and published material 
and descriptive literature of an in- 
surer used in newspapers, magazines, 
radio and TV scripts, billboards and 
similar displays; and 

(2) Descriptive literature and sales 
aids of all kinds issued by an insurer 
for presentation to members of the 
public, including, but not limited to, 
circulars, leaflets, booklets, depictions, 
illustrations, and form letters; and 

(2) Identical 

(3) Prepared sales talks, presenta- 
tions, and material of all kinds for use 
by agents and brokers, and represen- 
tations made by agents and brokers in 
accordance there with. 

(3) “Of all kinds” inserted, other- 
wise identical. 

B. “Policy,” for the purpose of these 
rules, shall include any policy, plan, 
certificate, contract, agreement, state- 
ment of coverage, rider or endorse- 
ment, which provides accident or sick- 
ness benefits, or medical, surgical, or 
hospital expense benefits, whether on 
a cash indemnity, reimbursement, or 
service basis, except when issued in 
connection with another kind of insur- 
ance other than life, and except dis- 
ability and double indemnity benefits 
included in life insurance and annuity 
contracts. 

B. Substituted “connection” for 
“conjunction, and inserted “other than 
life, and except disability and double 
indemnity benefits included in life in- 
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a NEW BABY GROUP! 


Bi For complete details write your Gen. Agent or: 
a The Unitep States Lire INSURANCE Co. 
a IN THE CITY OF NEW YORK 

84 William Street, N. Y. 38, N. Y. 


surance and annuity contracts,” other- 
wise identical. 

C. “Insurer,” for the purpose of 
these rules, shall include any individ- 
ual, corporation, association, partner- 
ship, reciprocal exchange, inter-insur- 
er, Lloyds, fraternal benefit society, 
and any other legal entity, engaged in 
the advertisement of a policy as here- 
in defined. These rules shall also ap- 
ply to agents and brokers to the extent 
that they are responsible for the ad- 
vertisement of any policy. 

C. Insurer for the purpose of these 
rules shall include any individual, 
agent, broker, corporation, association, 
partnership, reciprocal exchange, in- 
ter-insurer, Lloyds, fraternal benefit 
society, and any other legal entity en- 
gaged in the advertisement of a policy 
as herein defined. 

Rule 1. Deception in General 

Section 2. Advertisements in General 

It is an unfair trade practice for an 
insurer to use or cause to be used any 
advertisement which has the capacity 
and tendency or effect of misleading or 
deceiving purchasers or prospective 
purchasers. 

(Note: Words or phrases, the mean- 
ing of which is clear only by implica- 
tion or by familiarity with insurance 
terminology, are subject to this rule.) 

Advertisements shall be truthful 

and not misleading in fact or in impli- 
cation. Words or phrases the meaning 
of which is clear only by implication 
or by familiarity with insurance termi- 
nology shall not be used. 
Rule 2. Advertisements of benefits, 
losses covered, or premiums payable. 
Section 3. Insert “payable” after “ben- 
efits,” otherwise identical. 

It is an unfair trade practice for an 
insurer to use, or cause to be used ,in 
any advertisement, words, phrases, or 
illustrations which mislead or have 
the capacity and tendency or effect of 


misleading or deceiving purchasers or 
prospective purchasers with respect to 
any policy benefit or benefits, loss or 
losses covered, or premiim or premi- 
ums payable. 

A. Deceptive words, phrases or il- 
lustrations. 

Words, phrases or illustrations shall 
not be used in a manner which mis- 
leads or has the capacity and tendency 
to deceive as to the extent of any pol- 
icy benefit payable, loss covered or 
premium payable. An advertisement 
relating to any policy benefit payable, 
loss covered or premium payable shall 
be sufficiently complete and clear as 
to avoid deception or the capacity and 
tendency to deceive. 

(a) It is an unfair trade practice 
for an insurer to use, or cause to be 
used, in any advertisement, words or 
phrases such as “all,” “full,” ‘com- 
plete,” “comprehensive,” “unlimited,” 
‘This policy will pay your hospital and 
surgical bills,’ “This policy will re- 
place your income,” or words or 
phrases of similar import in connec- 
tion with losses covered or benefits 
which are subject to exceptions, re- 
ductions, or limitations, unless such 
exceptions, reductions, or limitations 
are disclosed in accordance with the 
requirements of Rules 3 and 5. 

(b) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
in any advertisement, such words or 
phrases as “up to,” “as high as,” etc., 
in connection with dollar amounts 
payable for medical, hospital, surgical, 
or other expenses, or for loss of in- 
come, unless full indemnification is 
provided up to such amounts for ex- 
penses actually incurred, or income 
actually lost by a policyholder, or 
there is a disclosure in accordance 
with the requirements of Rules 3 and 
5 that the amount payable will be pur- 
suant to a schedule of payments for 


specified expenses or for loss of in- 
come, and a similar disclosure of such 
other exceptions, reductions, or limita- 
tions as may be required by Rule 3. 
Explanations: 

(1) The words and phrases “all,” 
“full,” “complete;’ “comprehensive,” 
“unlimited,” “up to,” “as high as,” 
“this policy will pay your hospital and 
surgical bills or “this policy will re- 
place your income,” or similar words 
and phrases shall not be used so as to 
exaggerate any benefit beyond the 
terms of the policy, but may be used 
only in such manner as fairly to des- 
cribe such benefit. 

(c) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement in which a policy 
covering only one disease or a list of 
specified diseases is described in such 
a manner as to imply coverage beyond 
the terms of the policy, or in which 
synonymous words or terms are used 
to refer to any disease or physical 
condition so as to imply broader cov- 
erage than is the fact. 

(2) A policy covering only one di- 
sease or a list of specified diseases 
shall not be advertised so as to imply 
coverage beyond the terms of the pol- 
icy. Synonymous terms shall not be 
used to refer to any disease so as to 
imply broader coverage than is the 
fact. 

(d) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement in which represen- 
tation is made as to the benefits of a 
policy which pays varying amounts 
for the same loss occurring under dif- 
ferent conditions or which pays bene- 
fits only when a loss occurs under 
certain conditions without disclosing 
the limited conditions in accordance 
with the requirements of Rule 5. 

(3) The benefits of a policy which 
pays varying amounts for the same 
loss occurring under different condi- 
tions or which pays benefits only 
when a loss occurs under certain con- 
ditions shall not be advertised without 
disclosing the limited conditions under 

(CONTINUED ON PAGE 12) 
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There’s something special about a Maccabees agent 





THE 


The Maccabees 





Extra benefits 
keep him whistling 


‘\e Competitive first year commissions give him 
a good living right from the start. 


%e Vested renewals protect his family’s future. 


\o Liberal pension and insurance plans add to 
his security. 


\e Free direct mail (including all postage costs) 
aids him in prospecting. 


Ag Training program increases his sales effec- 
tiveness. 


\e Management opportunities make his future 
bright. 


If you've been looking for extra benefits to keep 
you whistling, write Robert O. Shepler, Field Direc- 
tor. There are excellent opportunities for rapid 
advancement in many territories in the United 
States and Canada. 


MACCABEES 


—a Life insurance Society 


Building « Detroit 2, Michigan 





cities of the United States and Canada 
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Retirement Programs for Agents Gaining 
Faster Than for General Run of Workers 


HARTFORD—Life insurance agents 
have been brought under retirement 
programs even more extensively and 
more rapidly than persons engaged in 
business generally, according to a 
paper presented by Peter M. Tompa, 
associate actuary of Guardian Life, at 
the eastern spring meeting of the So- 
iety of Actuaries. 

Mr. Tompa said there were compar- 
atively few companies in the United 


States making provision for such bene- ° 


fits for their agents in 1940; a previous 
survey showed 72% of the companies 
surveyed with agent retirement plans 
in 1950; and today “all companies list- 
ed in the Handbook of Agents’ Con- 
tracts as operating in New York have 
agents’ retirement plans and of the 
companies listed as not operating in 
New York, a large majority report 
such plans.” 

Techniques for developing cost ele- 
ments and valuation bases were out- 
lined by Mr. Tompa, who pointed to 
the special problems involved in 
agents’ retirement plans. 

“The philosophy of agents’ retire- 


ment differs from that of regular em- 
ployes,” he said. “Agents continue to 
produce some business after their so- 
called retirement, and they receive a 
reducing compensation from their pro- 
duction’ before retirement.” 

The contributions by the companies 
towards agents’ retirement plans must 
also be considered in relation to other 
compensation costs as they are classi- 
fied within expense limitations of in- 
surance laws, he added. 

Outlining the nature of typical re- 
tirement plans for soliciting agents, 
Mr. Tompa said that retirement age is 
usually 65, with a stipulation of a min- 
imum number of years of service, such 
as 15, often with a production qualifi- 
cation as well. 

Early retirement at age 60 and de- 
ferred retirement at age 70 is common- 
ly provided. 

Most plans are of the money pur- 
chase type, with the agent contribut- 
ing a certain percentage of commis- 
sion earnings and the company match- 
ing the agent’s contributions. The 
percentage varies between 3% and 5%. 


In many plans the agent may make ad- 
ditional voluntary contributions. The 
agents’ contributions are available at 
death or withdrawal, and the com- 
pany’s contributions are usually vest- 
ed, sometimes after a specified number 
of years. 

Some plans accumulate all contri- 
butions at interest and apply the re- 
resulting amount at retirement as a 
single premium. Some plans purchase 
deferred paid-up annuities annually. 

Generally, a total and permanent 
disability provision is included. Usual- 
ly there is no eligibility age minimum 
but a maximum age is often stipulated. 
Past service credits are sometimes in- 
cluded for agents with certain qualifi- 
cations when the plan is established. 

In the typical case, the annuity pro- 
vided is an installment refund annuity. 
Usually there is provision for a joint 
and survivor election. 

General agents’ retirement plans dif- 
fer materially, Mr. Tompa said, be- 
cause, unless a company stresses per- 
sonal production by the general agent, 
“the retirement plan for him will usu- 
ally provide incentives to retire in the 
complete sense of the word when the 
time comes to replace him by a young- 

(CONTINUED ON PAGE 15 
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A NEW LNE MONEY PLAN 


THE 


LNL’s popular Money Plan has now 
been redesigned for even greater sim- 
plicity and efficiency. This easy-to-use 
package is built around sales ap- 
proaches and presentations which have 
brought increased earnings to Lincoln 


agents throughout the land. 


LNL’s new Money Plan is another 
reason for our proud claim that LNL 


is geared to help its field men. 


LINCOLN NATIONAL LIFE 
INSURANCE COMPANY 


Fort Wayne, Indiana 


Its Name Indicates Its Character 











Insured Pension Funds 
Exceed $11 Billion, 
Institute Reveals 


Funds set aside in insured pension 
plans in the United States increased 
by $1,275,000,000 during 1955 and stood 
at $11,075,000,000 at the start of this 
year. 

Almost entirely the development of 
the war and post-war years, there are 
now 18,980 of these plans covering 
4,150,000 individuals and establishing 
future retirement income of $1,815,- 
000,000 annually. 

This is shown in a survey just made 
by Institute of Life Insurance cover- 
ing the employer-employe pension 
plans now in force with the life com- 
panies. 

The employer-employe groups are 
now setting aside $1,415,000,000 an- 
nually in these plans, about 80% being 
paid by employers and 20% by em- 
ployes. 

Eventual income to be paid out by 
the insured pension plans is reported 
at $1,815,000,000 annually and even 
that income figure is understated, ac- 
cording to the institute, as more than 
half the persons covered come under 
deferred group annuities which are 
normally based on annual increment 
purchases of paid-up retirement in- 
come. In such plans the actual planned 
retirement income is much larger than 
the paid-up amount used to measure 
the plans. 

The group annuities in force at the 
start of this year covered 3,360,000 
persons under 4,750 master contracts 
and they accounted for $9 billion of 
the pension reserves now set up with 
the life companies. 

Although most of the pension plans 
are of recent origin, many of them are 
already beginning to pay out retire- 
ment income to annuitants. The group 
annuities alone accounted for benefit 
payments of more than $160 million 
last year. 





Sullivan Seeks Reelection 


as Wash. Commissioner 


Commissioner William A. Sullivan 
of Washington has announced his can- 
didacy for reelection. 

Mr. Sullivan was elected to his first 
term in the Roosevelt landslide of 1932 
and has been reelected ever since. He 
is a past-president of National Assn. 
of Insurance Commissioners and chair- 
man of zone 6. 


Gribbin to Manhattan 
Life at White Plains 


Manhattan Life has appointed 
Charles S. Gribben general agent at 
White Plains, N.Y., with offices at 110 
Mamaroneck avenue. He entered the 
business with the Whitestone insur- 
ance agency in.New York City in 1941, 
and has been with U.S. Life in New 
York for the past six years. 


BANK LOANS 
ON VESTED 
RENEWALS 


THREE OR FOUR 
YEAR REPAYMENT 
UNDERWRITERS CREDIT & 
GUARANTY CORPORATION 


340 Pine Street, San Francisco 4, California” 
Southern California & Arizona Branch Office 
9935 Santa Monica Bivd., Beverly Hills, Calif. 
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List Topics for 
Meet of Combination 
Companies in D. C. 


“Making Life Insurance Easier to 
Buy” will be discussed by a five-man 
panel to open LIAMA’s combination 
companies conference at the Shoreham 
hotel, Washington, D.C., Tuesday and 
Wednesday, May 1-2. Chairman of the 
panel will be Al B. Richardson, pres- 
ident of Life of Georgia. 

Participating in Mr. Richardson’s 
panel will be: Donald F. Barnes, direc- 
tor of promotion and advertising, In- 
stitute of Life Insurance; Henry M. 
Kennedy, advertising director, Pru- 
dential; Joseph M. Locke, supervisor 
of publications, Gulf Life; John L. 
Lobingier Jr., director of public rela- 
tions, LIAMA; and Sewell Weech, 
director of sales promotion, Baltimore 
Life. 

A companion panel. “Making Life 
Insurance Easier to Sell,” will follow 
with L. L. Hoecker, executive vice- 
president Home State Life, as chair- 
man. His panel includes: Paul E. 
Eagan, superintendent of agencies, 
John Hancock; J. M. Hamilton, assist- 
ant agency director, Home State Life; 
Clifton E. Reynolds, superintendent of 
agencies, Metropolitan Life; and Roy 
L. Thomas, director of field training, 
Liberty National Life. 

“Keeping Pace with Terminology” is 
the title of a report on current busi- 
ness terms to be given Tuesday after- 
noon by Gordon S. Woolsey, assistant 
superintendent of agencies, London 
Life. The Tuesday session will close 
with a discussion period on contempo- 
rary problems facing combination 
companies. Moderator will be Rufus E. 
Fort Jr., vice-president, National Life 
& Accident. 

The May 2 session will open with a 
discussion of LIAMA’s present and 
future activities in the combination 
field. Donald Bramley and Stanford Y. 
Smith, senior consultants, and Leon- 
ard W. Ferguson, program director, 
will participate. 

Glen J. Spahn. 2nd vice-president of 
Metropolitan, will be chairman of a 
panel on “Keeping Pace Through Com- 
munications,” R. W. Peters, assistant 
superintendent of agencies of London 
Life; Jack Quaritius, administrative 
vice-president of Peninsular Life, and 
Powell Stamper, assistant vice-presi- 
dent of National Life & Asccident, will 
participate. 

Charles J. Zimmerman, managing 
director, will give the closing address, 
“Changing Times Change the Pace.” 

The April 30 session will open with 











LIFE-ACTUARY 


Midwestern life company established 
over fifty years requires man to head 
their actuarial division. Position is avail- 
able by reason of a retirement. Excellent 
Prospects for officership in company. 
Company specifications: age 37-45, Fel- 
low in the Society and minimum of five 
years actuarial experience on home office 
level or background of actuarial consult- 
ing firm (at least 4 years) and 2 with 
home office. Ideal opening for man pres- 
ently in #2 or #3 position with limited 
advancement opportunities. 

STARTING SALARY — $15,000-$18,000. 
CONFIDENTIAL HANDLING ALL _IN- 
QUIRIES, EMPLOYER PAYS FEE AND 
MOVING EXPENSES. 


FERGASON PERSONNEL 


330 So. Wells St. Chicago 6, Illinois 
HArrison 7-9040 














a fellowship luncheon at which Gabri- 
el Hauge, administrative assistant to 
the President on economics, will speak. 
William P. Lynch, 2nd vice-president 
of Prudential and chairman of the com- 
bination companies committee, will 
preside. 

Mr. Lynch will extend the welcome 
at the afternoon session which will 
feature a symposium on “The Home 
Office Sets the Pace.” Charles T. Clay- 
ton, vice-president of Liberty Nation- 
al, will be chairman. Speakers will be 
George F. Albright, assistant to the 
president of Life of Virginia; William 
R. Davis III, director of field services 
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The Guarantee is pleased to welcome 
two first-year general agencies into its 
group of “Million-Dollar-Plus Agencies.” 
The B. S. Gorfaine Agency, Los Angeles, 
and The N. P. Smith Agency, Lawton, 
Oklahoma, wrote over a million in their 
first year with The Guarantee. Further- 
more, our “Million-Dollar-Plus Agencies” 
more than doubled in 1955. 

These new agencies found that The 


Ralph E. Kiplinger, President 


B. S. GORFAINE, 
Los Angeles, California 


J. D. Anderson 
Agency Vice President 
1805 Douglas Street 
Omaha 2, Nebraska 


of Commonwealth Life; A. B. Gawron- 
ski, assistant vice-president of Nation- 
al Life & Accident; W. J. Hamrick, 
agency vice-president of Gulf Life; 
Victor E. Hruska, assistant general 
manager of Prudential; Lacy M. Ja- 
cobs, assistant vice-president of Home 
Beneficial; Will C. McMasters, man- 
ager of agency training and sales pro- 
motion of Liberty Life; Harold Styers, 
vice-president and director of sales 
promotion of Home Security, and 


John L. M. Tobias, president of Pal- 
metto State. 

A reception will be held in the ev- 
ening. 





Two New Agencies Write 


OVER A MILLION 


the First Year with The Guarantee 
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N.J. Disability Council 


Names Rooney Chairman 


John B. Rooney, secretary of Loyalty 
group, has been elected chairman of 
the New Jersey disability benefits ad- 
visory council. John J. McGurk, presi- 
dent of independent unions of New 
Jersey, was elected secretary. 

The council is appointed by the gov- 
ernor for a term of five years to study 
the administration and operation of 
the temporary disability benefits law 
and to make recommendations for leg- 
islation or administrative improve- 
ment. 


N. P. SMITH, 
Lawton, Oklahoma 


Guarantee is moving ahead and is willing 
to help build agencies. Investigate The 
Guarantee which offers you these services: 
e Prompt, complete home office service 
e Outstanding field training programs 
e Attractive sales packages that make 
closing sales easier e A complete line of 
insurance to sell e Two new financing 
programs e The Guarantee’s liberal 5-Star 
Contract e A new pension plan. 
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SICKNESS + HOSPITALIZATION 
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AETNA LIFE’S 5 FORWARD STEPS 


April | 





I. Basic Estate Control Plan School. 





Calor 
COULSt 


Reproduced from a series 

of mailing pieces demonstrating 
the effectiveness of Atna Life 
training methods, 








Advanced Training -- Advanced Business Insurance and 
@ ax Course. Home Office School and Field Clinics. 
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A C. L. U. Participation. y 
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5 - Leaders Seminars and Regional Meetings. 
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TO SALES LEADERSHIP 


fAtna Life’s Career Course Trains Step by Step for Success 


When the tna Life representative embarks on the second 
phase of his step-by-step training he combines stimulating 
field work with text book study. In this Career Course, 
he is under the direct supervision and guidance of a member 
of his agency’s staff. ‘These trainers are men who have been 
successful life insurance salesmen in their own right and are 
experts in imparting their sales know-how, experience and 
enthusiasm to the new representative. 

Joint selling in the field is the strong cornerstone on which 


JANUARY i 
Methd Carer, Brera, 





the Career Course is built. At the same time the salesman 
is developing all-round skill in referred lead prospecting and 
work organization. The course carries him through ad- 
vanced programming, business insurance and estate analysis, 
in addition to single needs plans. This greater knowledge 
results in more effective use of Attna Life’s sales plans along 
with the opportunity to increase his income. 

Here, as in every step of AStna Life training, a thorough 
job is done — with one objective foremost — sales success. 
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tna Life’s Career Course is organized into compre- 
hensive daily work units and other planned courses 
covering a thirty-four-week period. The trainer care- 
fully and individually fits the entire program to the 
Atna Life sales representative's experience and 
progress in training. 





Proper utilization of time and effective prospecting methods are important, 
at all stages of the salesman’s development program. tna Life’s Weekly 
and Master Controllers help develop work habits that really pay off. The 
new salesman is also grounded in the proper use of Atna Life's extensive 
line of direct mail pieces and sales aids. 


Office drill and practice for technique is combined 
with a program of home study for background 
knowledge. Here the new sales representative 
increases his knowledge of basic needs, policy con- 
tracts, Social Security and important fundamentals 
of insurance selling. 








fina Trains for Success! 








Supervised field work looms large in the tna Life 
Career Course. Joint calls with the experienced 
trainer help to develop skillful, successful selling 
habits. The calls are a natural supplement to the 
individualized case-method procedure of home and 
office study. 


Another certificate and another 
step forward on the road to 
sales success. Now the Atna 
Life representative is ready to 
undertake Advanced Training. 








AE TNA LIFE 


INSURANCE COMPANY Hartford, Connecticut 
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Colonial Establishes 
Scholarship for Math 
at Upsala College 


Colonial Life will award a scholar- 
ship to a qualified student entering 
Upsala college in the freshman class 
next fall as a way of providing 
financial aid to a student who plans to 
major in mathematics. 

Known as “Colonial Life Insurance 
Co. scholarship for mathematics.” it 
will be open to a male graduate of East 
Orange high school or Clifford Scott 
high school in East Orange for matric- 
ulation at Upsala. It will amount to 
$750 for tuition expenses plus $100 for 
books and incidentals. The company is 
considering additional scholarships at 
the end of the freshman, sophomore 
and junior years. 

Candidates will be selected on the 
recommendations of the principals of 
the two high schools and their names 
will be submitted to the college. Upsala 
will award the scholarship after con- 
sidering the applicants’ high school 
records and the results of objective 
tests. 


President Richard B. Evans of 


Colonial said the recipient will not be 
compelled to follow any _ particuar 
course or give evidence of special in- 
terest in the life insurance business 
or Colonial. If it is decided to award 
scholarships at the end of the other 
three years, it is anticipated they will 
be based on subjects which will direct 
the student’s energies toward mathe- 
matics and a business career. It is 
possible that a student might win 
scholarships in successive years so that 
all his tuition at Upsala might be paid 
that way. 

President Evald B. Lawson of Upsala 
said the Colonial project will be of real 
benefit to those who win the award. 
It is especially significant to have the 
award designated for excellence in 
mathematics. The project is further 
evidence of a creative interest in the 
cause of higher education on the part 
of American business and industry. 





N.E. Life Sales Up 22% in March 

New England Mutual Life sales of 
life in the first quarter amounted to a 
record $193 million, up 30.4%. March 
sales totaled $59 million, up 22%. The 
company is in its sixth consecutive 
best year. 





ME ABOUT 


In the 16 states served by Life & Casualty Insurance 
Company of Tennessee, much talk is going around 


i about the “LACEPS” buttons, bumper strips, and 
° window signs being displayed by all Life & Casualty 
° offices and personnel. 


Salesman.” 


Life & Casualty’s new Executive Participator Policy is 
known as “The Cadillac of Life Insurance Coverage.” 
and, as a sales incentive to agents, managers, and 


° district managers, the first prize for production is a 
° 1956 Cadillac, or $4,000 in cash. 

. Life & Casualty, “America’s Fastest Growing Billion 

: Dollar Life Insurance Company,” has a position of 
° leadership to maintain... our history-making sales 

e incentive campaign to introduce the new Executive 
‘ Participator Policy is but another milestone in the 


career of the life insurance company that is 
“going places.’ 


gf Life and Casualty 
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LACEPS means “Life And Casualty Executive Participator 






INSURANCE IN FORCE 


Well Over One Billion Dollars 
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Among the nearly 700 persons at a company wide convention of Provident 
Life & Accident in Washington, D.C., are, left to right Claris Adams, executive 
vice-president of American Life Convention; Dr. Kenneth McFarland, educa- 
tional consultant to General Motors; R. J. Maclellan, chairman of Provident 
L.&A., and Charles J. Zimmerman, newly elected president of Connecticut Mu- 


tual Life and retiring managing director of LIAMA. 








FTC Gives Decision on 
Travelers Health Assn. 


The initial decision issued in the 
case of Travelers Health Association, 
Omaha, in which the company was 
charged with using false and mislead- 
ing advertising by the federal trade 
commission, would require the com- 
pany to reveal, in advertising, the pro- 
visions in its A&S policies which limit 
benefits payable. The hearing was 
held in Washington, D.C. 

FTC Hearing Examiner Cox held 
that the FTC has jurisdiction over the 
company’s advertising outside of Ne- 
braska. He held that in circular letters 
and applications mailed to prospects, 
the insurer failed, in instances, to dis- 
close what benefits are paid. Other 
charges were not proved. 


Manufacturers Installs 
IBM 650 at Head Office 


Manufacturers Life has installed an 
International Business Machines Corp. 
type 650 electronic data processing 
machine in the head office. It is the 
first of its kind installed in Canada, 
but several others are on order for 
other companies. 

A committee to plan work for the 
computer was set up two years ago. 
Jobs now programmed for the 650 are 
figuring policy reserves, calculating 
dividends and preparing government 
statements. The machine will handle 
routing monotonous work and reduce 
mass handling of a large volume of 
complicated repetitive tasks, giving 
personnel more time for creative pro- 
jects. 














isa BIG ORDER... 


eee BU T that’s the way our agents describe WNL’s 
SALARY SAVINGS under Payroll Deduction. The ma- 
jority of their prospects, they say, are zot employed by 
large companies with adequate retirement programs. 
Consequently, in most communities, both employers and 
employees have found WNL’s thought-through Payroll, 
Deduction Plan the logical answer to a legitimate need 
- . . With most satisfactory results for everyone. Our 
agency department will supply complete details. 


WISCONSIN NATIONAL LIFE 


INSURANCE COMPANY 
OSHKOSH, WISCONSIN 


General Agency Openings in 
Wisconsin ° Michigan e 


LIFE SICKNESS ACCIDENT 








Minnesota 
rNNIN TURAL 


Indiana ° 


HOSPITAL POLIO 
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Coverage of $15,000 
per Insured Family 
by 1965 Predicted 


GULFPORT, MISS.—A picture of 
more than three-quarters of a billion 
of life insurance 
ownership in the 
United States and 
Canada by 1965, 
averaging $12,000 
per family and 
probably $15,000 
per insured family, 
was presented by 
Holgar J. Johnson, 
president of Insti- 
tute of Life Insur- 
ance, speaking 
here at the Manu- 
facturers Life 





Holgar Johnson 


agents convention. 

Discussing the opportunities ahead 
in America, Mr. Johnson said that four 
major elements combine to make up 
the anticipated progress: 

1. Economic factors, which all point 
to material gains in the next decade. 

2. Public appreciation of the idea of 
life insurance, which is necessary with 
even the brightest economic back- 
ground and which is constantly grow- 
ing. 

3. Sales enthusiasm and ingenuity, 
which are assured, from past experi- 
ence. 

4. Service-mindedness, which is in- 
creasing constantly among business 
people. 

“There will be some 40 million chil- 
dren born in the United States be- 
tween 1955 and 1965,” Mr. Johnson 
said. “There will be some 17 million 
marriages, over 10 million persons will 
attain age 65, as many as 15 million 
job replacements will take place due 
to death or retirement. In these same 
years, average disposable income per 
family will probably rise from today’s 
$5,000 to $6,500. 


“These are some of the important 
social-economic trends and elemental 
parts of the world we live in. There 
are certainties involved here, in some 
degree, that translate readily to an 
opportunity picture. This is one of the 
advantages of being a part of a young, 
virile economy such as we have in the 
United States and Canada. We know 
our markets will grow. This unfolds a 
tremendous opportunity, just to keep 
our institution at today’s standard.” 

Citing the wide range of new policy 
plans developed in the past decade or 
two, Mr. Johnson said that this growth 
of plans and services will continue in 
the years ahead and contribute to still 
broader and more effective uses of life 
insurance. 

“However, the need for dynamic ser- 
vice will increase in the years ahead, 
not decrease,” he cautioned. “Compe- 
tition for consumer dollars is going to 
increase year by year. The more mar- 
velous new devices we find on the 
market-place and the wider the own- 
ership of these we have, the greater 
will be the urge to buy such desirable 
realities.” 

The need for an intensified sales and 
service job will also increase as the 
pace of change accelerates in the social 
-economic structure, Mr. Johnson add- 
ed. 


U. S. Life Names Head 
as V-P and Actuary 


Glenn O. Head, actuary of U.S. Life 
since November, 1953, has been pro- 
moted to vice-president and actuary. 
He joined the company as associate 
actuary in September, 1953, and has 
been responsible for development and 
installation of a new accounting sys- 
tem using an electronic computer. 

Mr. Head began his career in 1946 
when he joined the actuarial depart- 
ment of Franklin Life. He went to 
Iowa Life as assistant actuary in 1947 
and was named assistant general man- 
ager and actuary in 1952. He is a fel- 
low of Society of Actuaries and an as- 
sociate of Casualty Actuarial Society. 





EU 




































































HW Wi I 


i Ut Ww 
A WELL-BALANCED COMPANY 
ce, ‘ii 
Ss Foundation for 
— SECURITY 


In a building, it is a balance of 
architectural line, strength and utility. 


In life insurance, it is a balance of 
modern method, efficiency and 
continuing close human relationships. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADELPHIA ¢ PENNSYLVANIA 
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QUESTION: 


ANSWER: 


Agents make money... 


when they have PLUS VALUES to sell! 


‘tif you lose your hands, eyes or feet, how long would 
your income last?”’ 





Oslico’s Dismemberment feature pays the face amount 


of the policy up to $25,000 PLUS A PAID-UP POLICY! 


WRITE, WIRE, PHONE: 
Frederick E. Jones, President 
Howard W. Kraft 


Director of Agencies 


THE 10 S E LIFE 





COLUMBUS 15, OHIO 
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ANICO 





“on target of public demand” plans 


@ PREFERRED 99 PLAN—a low-cost, high cash- value protection. 
(One third of sales currently on this plan.) 


@ NON-CAN plans and Major Medical. Complete line of Loss of 
Time and Hospital and Surgical policies. With the industry's 
newest features and provisions. 


@ ANICO CO-OP PENSION PLAN 
* Designed for the small employee group. 
* Priced for the small employee group. 


@ SPECIAL MTG. PLAN—covers death or temporary disability. 
Something new in this big field. 


@ Complete Sub-Standard consideration. Franchise. Bank Draft. 


Leadership in Merchandise is part of the answer to ANICO 
tripling its size in ten years. Such growth develops room for 
more to share in future growth .. . 


REPRESENTATIVES @ BROKERS e@ SPECIAL BROKERS 
Openings everywhere in 38 states 


Inquiries about these or other openings for those 
with special qualifications and experience will receive 
prompt attention and answer. For information address: 


COORDINATOR OF SALES 


INSURANCE Co. 


GALVESTON, TEXAS 





OVER 3% BILLIONS OF 


INSURANCE IN FORCE 






















THESE ARE EXCITING DAYS AT R & R! * Two 
more great companies have placed the R & R Ad- 
vanced Underwriting Service in every agency! * 
Another great company has just had the R & R An 
Introduction To Life Underwriting Course personal- 
ized! * Two more top-flight companies have just had 
the R & R Career Course personalized! * The RR & R 
monthly Management Plans Service, RR & R Magazine 
and the R & R Sickness & Accident Course are mov- 
ing ahead in a record way! 

Things are moving fast. If you'd like the details, 
please drop us a line. 





Compare FTC, NAIC 
Rules on A&S Advertising 


(CONTINUED FROM PAGE 5) 
which the benefits referred to are 
provided by the policy. 

(e) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
in any advertisement, phrases such 
as ‘This policy pays $1,800 for hospital 
room and board expenses” without 
disclosure of the maximum daily ben- 
efit and the maximum time limit for 
such hospital room and board ex- 
penses and without disclosure of any 
other exceptions, reductions, or limita- 
tions in acordance with the require- 
ments of Rules 3 and 5. 

(4) Phrases such as “this policy 
pays $1,800 for hospital room and 
board expenses” are incomplete with- 
out indicating the maximum daily 
benefit and the maximum time limit 
for hospital room and board expenses. 
Rule 3. Disclosure as to exceptions, re- 
ductions, and limitations. 

B. Exceptions, reductions and limita- 
tions. 

(a) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement which refers to any 
dollar amount, period of time for 
which any benefit is payable, cost of 
policy, or specific policy benefit or 
benefits or the loss or losses for which 
such benefit or benefits are payable, 
without disclosing, in accordance with 
the requirements of Rule 5, the excep- 
tions, reductions, and limitations re- 
lating thereto without which the ad- 
vertisement would have the capacity 
and tendency or effect of misleading 
or deceiving purchasers or prospec- 
tive purchasers. 


When an advertisement refers to 
any dollar amount, period of time for 
which any benefit is payable, cost of 
policy, or specific policy benefit or the 
loss for which such benefit is payable, 
it shall also disclose those exceptions, 
reductions and limitations affecting 
the basic provisions of the policy with- 
out which the advertisement would 
have the capacity and tendency to 
mislead or deceive. 

(Note 1: The term “exception” shall 
mean any provision in a policy where- 
by coverage for a specified hazard is 
entirely eliminated; it is a statement 
of a risk not assumed under the pol- 
icy.) 

Explanation: 

(1) Inserted words “Note 1:” and 
parenthesis, otherwise identical. 

(Note 2: The term “reduction” shall 
mean any provision which reduces the 
amount of the benefit; a risk of loss is 
assumed but payment upon the occur- 
rence of such loss is limited to some 
amount or period less than would be 
otherwise payable had such reduction 
clause not been used.) 

(2) Inserted words “Note 2:” and 
parentheses, otherwise identical. 

(Note 3: The term “limitation” shall 
mean any provision which restricts 
the duration or extent of coverage, 


— 


losses covered, or benefits payable un. 
der the policy other than an exception 
or a reduction.) 

(3) The term “limitation” shal 
mean any provision which restricts 
coverage under the policy other than 
an exception or a reduction. 

(b) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement covered by this 
rule when, by the terms of the policy 
advertised, there is a time period be. 
tween the effective date of the policy 
and the effective date of coverage un- 
der the policy, or a time period be. 
tween the date a loss occurs and the 
date benefits begin to accrue for such 
loss, without disclosing the same in 
accordance with the requirements of 
Rule 5. 

(4) Waiting, elimination, probation. 
ary or similar periods. 

When a policy contains a time peri- 
od between the effective date of the 
policy ari the effective date of cover. 
age under the policy or a time period 
between the date a loss occurs and the 
date benefits begin to accrue for such 
a loss, an advertisement covered by 
Section 3B shall disclose the existence 
of such periods. 

(c) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement covered by Rule 3 
(a) without disclosing, in accordance 
with the requirements of Rule 5, the 
extent to which any loss is not covered 
if the cause of such loss is traceable to 
a condition existing prior to the effec- 
tive date of the policy. 

(5) Pre-existing conditions. 

(A) An advertisement covered by 
section 3 B shall disclose the extent to 
which any loss is not covered if the 
cause of such loss is traceable to a 
condition existing prior to the effective 
date of the policy. 

(d) It is an unfair trade practice for 
an insurer to use or cause to be used 
any advertisement representing or im- 
plying— 

(1) That the condition of the in- 
sured’s health at the time of issuance 
of the policy will not be considered by 


Hospital Benefits? 





a SURE! It’s in a 


© NEW BABY GROUP! & 


For complete details write your Gen. Agent or: 
il The UNITED States Lirg INSURANCE Co. i 
IN THE CITY OF NEW YORK 
B 84 William Street, N.Y. 38.N.Y. 





tunity. 





MANAGEMENT POSITION 
IN 
NEW ENGLAND COMPANY 


Seeking qualified man 30-40 to assume complete charge of Credit Life 
Company. We consider this a permanent position with excellent oppor- 


Please send detailed resume of education, experience and suitable 
ability for this position. We will arrange for an interview. Inquiries will 
be held in strictest confidence. Address Box M-18, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., Chicago 4, Ill. 
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the insurer in determining its liability 
thereunder; or 

(2) That the insurer will not, as a 
claims practice, require proof of good 
health of the insured at the time of 
the issuance of the policy—when such 
js not the fact. 

(b) When a policy does not cover 
losses traceable to pre-existing con- 
ditions no advertisement of the policy 
shall state or imply that the applicant’s 
nysical condition or medical history 
will not affect the issuance of the pol- 
icy or payment of a claim thereunder. 
This limits the use of the phrase “no 
medical examination required” and 
phrases of similar import. 

Rule 4. Disclosure of policy provisions 
relating to renewability, cancellability, 
or termination. 

Section 4. Necessity for disclosing pol- 
icy provisions relating to renewability, 
cancellability and termination. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement which refers, directly, 
or by implication, to renewability, 
cancellability, or termination of a pol- 
icy, or which contains a statement or 
illustration of time or age in connec- 
tion with benefit or benefits payable, 
loss or losses, eligibility of applicants, 
or continuation of a policy, unless 
there is a disclosure in accordance 
with Rule 5 of the provisions relat- 
ing to renewability, cancellability, and 
termination, and to modification of 
benefits, losses covered, or premiums 
because of age, or for other reasons. 


An advertisement which refers to 
renewability, cancellability or termi- 
nation of a policy, or which refers toa 
policy benefit, or which states or illus- 
trates time or age in connection with 
eligibility of applicants or continua- 
tion of the policy, shall disclose the 
cancellability and termination and 
any modification of benefits, tosses 
covered or premiums because of age or 
for other reasons, in a manner which 
shall not minimize or render obscure 
the qualifying conditions. 

Rule 5. Method of disclosure of re- 
quired information. 
Section 5. Identical 

It is an unfair trade practice for an 
insurer to fail to disclose in any ad- 
vertisement the information required 
by these rules conspicuously and 
prominently, and in sufficiently close 
conjunction with the statement or rep- 


resentation to which such required 
information relates as will relieve the 
representation of deception or the 
capacity to deceive, or to minimize or 
present such required information in 
an ambiguous fashion or intermingle 
it with the context of the advertising 
so as to be confusing or misleading. 

All information required to be dis- 
closed by these rules shall be set out 
conspicuously and in close conjunc- 
tion with the statements to which such 
information relates or under appro- 
priate captions of such prominence 
that it shall not be minimized, ren- 
dered obscure or presented in an am- 
biguous fashion or intermingled with 
the context of the advertisement so as 
to be confusing or misleading. 

e e e 
Rule 6. Testimonials. 
Section 6. Identical 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement containing a testimoni- 
al unless such testimonial is genuine, 
accurately describes the facts, repre- 
sents the current opinion of the author, 
is applicable to the policy advertised, 
and is accurately reproduced. 

(Note: The insurer, in using a testi- 
monial in an advertisement, makes as 
its own all of the statements con- 
tained therein, and the advertisements 
including such statements are subject 
to all of the provisions of these rules.) 

Testimonials used in advertisements 
must be genuine, represent the current 
opinion of the author, be applicable to 
the policy advertised and be accurate- 
ly reproduced. The insurer, in using a 
testimonial, makes as its own all of the 
statements contained therein, and the 
advertisement including such state- 
ments is subject to all of the provi- 
sions of these rules. 

Rule 7. Deceptive use of statistics. 
Section 7. Use of statistics. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement in which representa- 
tions are made as to dollar amounts of 
claims paid, the number of persons 
insured, or other statistical informa- 
tion relating to any insurer or policy 
unless it accurately reflects all of the 
relevant facts and does not imply that 
such statistics are derived from the 
policy advertised unless such is the 
fact. 

An advertisement relating to the 
dollar amounts of claims paid, the 
number of persons insured, or similar 
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Agency Managers 


in the 10 Western States... 


If you are interested in any one of these appointments 
sit down right now and write to Kenneth W. Cring. 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


RAY H. PETERSON, President - KENNETH W. CRING, V.P. & Supt. Agencies 
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statistical information relating to any 
insurer or policy shall not be used 
unless it accurately reflects all of the 
relevant facts. Such an advertisement 
shall not imply that such statistics are 
derived from the policy advertised un- 
less such is the fact. 
Rule 8. Availability of policy or re- 
fund of premiums. 
Section 8. Inspection of policy. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement which has the capacity 


and tendency or effect of misleading 
or deceiving purchasers or prospective 
purchasers even though the policy ad- 
vertised is made available to the in- 
sured prior to the consummation of 
the sale or an offer is made of a pre- 
mium refund. 

An offer in an advertisement of 
free inspection of a policy or offer of a 
premium refund is not a cure for mis- 
leading or deceptive statements con- 
tained in such advertisement. 

(CONTINUED ON PAGE 16) 








representative. 


Agency and 

field underwriting 
opportunities 
available to men 
residing in the 

14 Western States. 





technique for 
producing 


Nowadays, you hear more people talking about 
new techniques for producing in the insurance business 
...and we think fhis is fine! But, we'd like to tell you 
about an old technique used by the men at the Capitol 
Life which boosted their income 33.8% during 1953. 

It’s an old technique you are very familiar with... 
a sales technique that is best described as being 98% 
perspiration and 2% inspiration. The men at the Capitol 
Life live by this technique which is why they are successful. 
However, quite often we find a new man who rates high 
on the “perspiration” side of the equation but doesn’t do 
so well on the “inspiration.” That's where we step in. 

When a new man joins the Capitol Life, he gets 
effective sales training that prepares him for the “tough” 
ones. He enjoys the use of proven sales aids along with 
a complete portfolio of competitive contracts with com- 
petitive rates. But we don’t stop there. Every Capitol rep- 
resentative gets better than average first year commis- 
sions, liberal sales bonuses...plus his personal Group 
Life and A&S coverages. These plus benefits along with 
an attractive company Pension Plan is enough to give any 
man the inspiration he needs. Just ask any Capitol Life 
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WRITE: Thomas F. Daly Ul, Vice President and Director of Agencie 


DENVER, COLORADO 
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Plan to Separate La. 
Insurance, Secretary 
of State Offices 


BATON ROUGE—In confirmation 
of persistent rumors, formal announce- 
ment was made last week that a pro- 
posal to separate the offices of Louis- 
iana insurance commissioner and sec- 
retary of state—the two posts now 
held by Wade O. Martin Jr—would 
be submitted at the next session of 
the legislature May 15. 

“T shall oppose with dignity and vig- 
or all proposed changes in the juris- 
diction of the secretary of state’s of- 
fice which I believe contrary to the 
public interest,’ said Mr. Martin fol- 
lowing the announcement. Henry Lar- 
cade, senator-elect of St. Landry 
parish, will sponsor the measure. 

While Earl K. Long, governor-elect, 
did not say he favored the change, he 
recently commented that he did not 
oppose it. He pointed out that he had 
endorsed Mr. Martin for re-election 
as secretary of state. Mr. Martin won 
the election by a 15 to 1 majority. 

“I am glad to see that the secretary 
of state has adopted a fighting atti- 
tude,” Mr. Long added. “Probably he 


won’t get on so many (gubernatorial) 
tickets from now on. I think everybody 


_ought to have a little opposition now 


and then; it helps them. I’m sure Mar- 
tin’s obstacles will help develop him. 
I’m not trying to throw any brickbats 
at Martin. He has always been very 
co-operative with me. Nothing that I 
might do toward the state insurance 
commissioner’s post he holds will be 
personally directed at him.” 

Mr. Martin is a former president of 
National Assn. of Insurance Commis- 
sioners. 


Mich. Legislature Adjourns 


LANSIN G—Michigan legislators 
wound up their active session Satur- 
day. Relatively little insurance legis- 
lation was passed with the exception 
of the hugh recodification bill spon- 
sored by the department and an all- 
industry committee. 

In the closing minutes of the session, 
agreement finally was reached on a 
workmen’s compensation amendatory 
bill which increases benefits accord- 
ing to average wages and number of 
dependents, from $1 to $15 weekly. 
The present 500-week limitation of 
total disability payments also is elim- 
inated. 





OPPORTUNITY 


LITTLE 
ROCK 


FOR THE MAN READY FOR 
GENERAL AGENT CAPACITY 





Plan Speed Up of 
Texas Insurer 
Solvency Check 


AUSTIN—Necessary revisions. to 
meet practical conditions in the “sol- 
vency call’ program of the Texas de- 
partment were announced last week by 
J. Byron Saunders, chairman, and 
Fladger F. Tannery, president of the 
Texas Society of CPAs, to offset 
rumors of any “weakening” in admin- 
istering the plan. 

The announced exceptions to the 
“full check” program are: 

1. At department discretion, defer- 
ment of certification by an indepen- 
dent public accountant may be per- 
mitted if the company has in recent 
weeks been examined by the board 
examiners or if the company is cur- 
rently being examined. This policy 
was adopted to prevent duplication of 
work and expense to the company. 

2. At department discretion, a com- 
pany may be given permission to de- 
lay for a short period certification by 
an independent accountant, provided, 
however, the company files written 
evidence that an audit is in progress— 
or arrangements had been made to 
start it—and gives a definite date as 
to when the audit will be completed. 

Mr. Saunders said the necessity for 
big Texas companies to have their 
certifications promptly in order to op- 
erate in other states makes it neces- 
sary to speed up the program. It re- 
quires many months to audit a large 
company, which would carry the job 
beyond the May 31 deadline. 

About 15 of the 500 companies al- 
ready relicensed have been granted 
their licenses under one of the ex- 
ceptions: 20 companies have been 
found wanting and closed down since 





Jan. 1, and only about 50 financia] 
statements or questionnaires have 
been returned to the companies for 
either major or minor corrections. 





Mutual, N. Y., Names 


Anderson at Edmonton 


Mutual of New 
York has expand. 
ed its district of. 
fice in Edmonton, 
Canada, into an 
agency serving Al. 
berta province and 
has appointed 
James C. Ander. 
son manager. 

In the _ business 
nine years, Mr, 
Anderson joined 
Mutual as assist. 
ant manager at 
Vancouver in 1952 
and then estab. 
lished the Edmonton office. He was 
advanced to district manager in 1955 
and to the home field training staff 
last January. 


J. C. Anderson 





Iowa Leaders Choose 


Folkers as President 


Iowa Quarter Million Dollar Round 
Table changed its name at the annual 
meeting in Des Moines to Iowa Leaders 
Round Table. 

Virgil H. Folkers, Lutheran Mutual, 
Waverly, was named chairman suc- 
ceeding Gerald E. Malone, New York 
Life, Ames. 

Other officers are Norman W. Ack- 
erman, Equitable Society, Des Moines, 
lst vice-chairman; John B. Walters, 
National Life of Vermont, Cedar Ra- 
pids, 2nd vice-chairman; Donald Da- 
vidson, Aetna Life, Des Moines, sec- 
retary, and Ben Morten, Lutheran Mu- 
tual, Manson, treasurer. 








In the prosperous and fast developing Little Rock area, 
which is one of the one hundred sixty top ranking mar- 
kets of the: United States—we have at this time, an 
excellent opportunity available for a man who is ready 
to do an outstanding job in a General Agent capacity. 
National Reserve Life is expanding its General Agent 
structure throughout its entire rich operating area rang- 
ing from the Territory of Hawaii . . . from California to 
Florida. Today, our company has passed the one hundred 
eighty million dollar mark of Insurance in Force. Com- 
plete home office cooperation plus tested, effective sales 
aids are available to National Reserve field force men. 

Write us today for complete information and—all 
correspondence will be held in strict confidence. You 
may be the man destined for a rewarding and profitable 
career in progressive Little Rock! Write today. 


H. O. CHAPMAN, Pres., 
S. H. WITMER, Chm. of the Board 


NATIONAL RESERVE 
LIFE INSURANCE COMPANY 


TOPEKA ° SIOUX FALLS 


Strong as the Strongest 
ENDURING AS RUSHMORE 














Sunita. Bs 


Erere’s Etiow It Works 
For Ywou: 








© If you are qualified to build an agency. 
We have what we believe to be the 
best answer. 

® An excellent program from ‘mail to 
sale.” 

© We invite quality agency inquiries. 

© We invite brokerage inquiry. 

® Local advertising at no cost to you. 






We have a 
complete line... 
“Life leverything!,~ -~ 
Accident & Sickness | 
(two years, non-confining 
sickness) 
Hospitalization 
(To age 75) 






We help you develop sales potential 





through local advertising, direct mail, 





(We pay for 





quality-lead programs. 
them.) 





LIFE INSURANCE COMPANY OF AMERICA 
Puts Strong Force Behind Your Efforts! 





\ YOU CAN STIMULATE MORE INTEREST WITH 
LIFE INSURANCE COMPANY OF AMERICA | 


WILMINGTON 99 DELAWARE F 
Write to JAY ARNET, Director of Agencies 








JA38-F4 









Opportunities in Maryland, Pennsylvania, Illinois, Indiana, Delaware, Arkansas. 
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Lite Agent Retirement 


Programs Growing Fast 
(CONTINUED FROM PAGE 6) 

er man with more incentive for agency 

puilding.” 

For the companies stressing general 
agents’ personal production, the gen- 
eral agents usually are not under a 
special plan, but come _ under the 
agents’ plan. For companies stressing 
continuous agency building, a unit 
penefit type plan is used, similar to 
that applying to salaried employes. 

In a paper presented by Harvey J. 
Saffeir of Travelers, mortality differ- 
ences between payee and non-payee 
elections arising from death claims 
were analyzed. Using the 1951 mortali- 
ty study experience on female risks as 
the basis for the study, it was found 
that “the true age on the non-payee 
table must be set back about 1.3 years 
so that the set-back age on the non- 
payee table equals that of the true age 
on the payee table.” 

In another technical paper, Paul W. 
Nowlin and T. N. E. Greville of the 
social security administration suggest- 
ed a new and more direct method of 
deriving the formula for the level an- 
nual net premium for a policy provid- 
ing for payment of the reserve in addi- 
tion to the face amount. 

John M. Boermeester, associate ac- 
tuary of John Hancock, presented a 
technical paper outlining how an elec- 
tronic machine might be used to help 
in the solution of practical questions 
which arise from time to time con- 
cerning the determination of limits of 
insurance or income which may be 
accepted with respect to any one life 
or in determining the magnitude of a 
contingency reserve which is to be es- 
tablished to provide for fluctuations in 


the expected mortality rates. 

Mr. Boermeester pointed out that in 
order to answer questions of this type, 
it is necessary to have available for 
study a frequency distribution of the 
expected costs for the particular bene- 
fits guaranteed under the contracts 
deemed to be applicable to the class of 
lives under consideration. He found as 
a result of experiments described in 
the paper, that new techniques for 
problems of this kind and others are 
made available to actuaries by the 
power of new electronic machines. 


CREF Assets Increase 
$12,147,973 in 1955 


College Retirement Equities Fund, 
the variable annuity affiliate of Teach- 
ers Insurance & Annuity Association, at 
the’ end of 1955 had assets totaling 
$27,736,904, up $12,147,973. 

This increase consisted of $7,516,- 
471 in net premium income, plus $661,- 
638 in net investment income, plus an 
increase of $4,155,942 in the market 
value of common stocks, less $180,009 
in payments to participants and $6,- 
069 in organizational expense. 

TIAA insurance in force, including 
collective life, at the end of 1955 to- 
taled $224,749,000, up $26,079,000. 
Assets totaled $458,610,000, up $34,- 
372,000. Net yield on total assets was 
3.58%, highest in 18 years. 








Mutual Benefit Uses Seminars 


to Introduce Management Course 
The Youngman agency of Mutual 
Benefit Life in New York City is in- 
troducing the company’s new man- 
agement training program, called “The 
True Security,” to interested busines- 
ses at a series of meetings in the agen- 
cy offices. 
Representatives of 10 firms have at- 
tended seminars where the purpose of 
the program is outlined and films which 
comprise it are shown. At the con- 





EXCLUSIVE 
USE OF 


Mr. 4% 





Jelierson 








LIFE INSURANCE COMPANY 


A registered trade mark, Mr. 4%, is Jefferson 
Standard’s alone. No one else can use it. In newspaper 
advertising, Mr. 4% attracts attention, stirs up interest, 
prompts questions and stimulates comparison. Mr. 4% is 
a symbol of the highest rate of interest paid by any major 
life insurance company on dividends and policy proceeds 
left on deposit to provide income. Mr. 4% is another BIG 
PLUS enjoyed only by Jefferson Standard agents. 


\iandard 





Jefferson 
Standard 
agents 


Home Office: Greensboro, N.C. 
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Samuel L. Zei- 
gen, general agent 
of Provident Mu- 
tual Life in New 
York City, and 
Ralph Engelsman, 
sales consultant, 
addressed the first 
2-day sales school 
sponsored jointly 
by Minneapo- 
lis and St. Paul 
Assns. of Life Un- 
derwriters. Shown, 
left to right, are 
Herbert F. Mis- 
chke, Equitable 
Life of Iowa, pres- 
ident of the St. 
Paul association; 


- 


Mr. Zeigen; Mr. Engelsman; and G. Bennet Serrill, American Mutual Life,’ 


president of the Minneapolis association. The school was attended by 219 agents 


from the “twin cities” area. 








clusion of each film a round table dis- 
cussion is held to explore the possible 
use of all or part of the program by 
the companies represented. The agency 
will hold future meetings to introduce 
the program to other interested firms. 


Aivin Kavaler, New York City’ 
broker specializing in life insurance, 
spoke to 300 military personnel at) 
Fort Detrick, Md., on government life: 
insurance, social benefits and commer-! 
cial life insurance. 
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Sixty-Second Year of 
Dependable Service 


* The State Life Insurance Com- 
pany has paid $198,000,000 to 
Policyowners and _ Beneficiaries 
since organization September 5, 
1894....The Company also holds 
over $86,000,000 in Assets for 
their benefit . . . Policies in force 
number 101,000 and Insurance 
in force is approximately $225.,- 
000,000 ... The State Life otfers 
splendid agency opportunities— 
with liberal contract, and up-to- 
date training and service facilities 


for those qualified. 


w Ww 


THE STATE LIFE 
INSURANCE COMPANY 


Indianapolis, 
® 


MUTUAL LEGAL RESERVE FOUNDED 1894 


Indiana 
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Compare FTC, NAIC 
Rules on A&S Advertising 


(CONTINUED FROM PAGE 13) 


Rule 9. Identification of plan or num- 
ber of policies. 
Section 9. Identical. 

(a) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement in which a choice of 
the amount of benefits is offered with- 
out disclosing that the amount of bene- 
fits provided depends upon the plan 
selected and that the premium will 


vary with the amount of the benefits. 

A. When a choice of the amount of 
benefits is referred to, an advertise- 
ment shall disclose that the amount of 
benefits provided depends upon the 
plan selected and that the premium 
will vary with the amount of the 
benefits. 

(b) It is an unfair trade practice for 
an insurer to use, or cause to be used, 
any advertisement which refers to va- 
rious benefits which may be contained 
in two or more policies, other than 
group master policies, without disclos- 
ing that such benefits are provided 














‘PROTECTIVE LIFE 


GENERAL 
AGENT 














Ready to 

“Cash In” 

on Your 
Experience? 








to fit any situation. 








If you are a successful life insurance agent, your 
‘experience is one of your most important assets. In- 
vesting this asset in a Protective Life Genera) Agency 
guarantees increased opportunity, greater immediate 
earnings, and permanent future security. 

Investigate now the many advantages of becoming 
a Protective Life General Agent, including: 


* A flexible, top-commission General Agent’s contract which allows 
you to utilize all of your managerial and production abilities. 


* Continuous supervision and advanced field training to all new 
agents you bring into the business. 


* Effective visual presentation material on a variety of policy con- 
tracts which spurs new agents into immediate production. 


* A prestige-building advertising and promotion program tailored 


GENERAL AGENCY OPENINGS 
THROUGHOUT THE SOUTHEAST 


Write to C. B. Barksdale, Agency Vice-President 
Over $775 million in force 














only through a combination of such 
policies. 

B. When an advertisement refers 
to various benefits which mat be con- 
tained in two or more policies, other 
than group master policies, the adver- 
tisement shall disclose that such bene- 
fits are provided only through a com- 
bination of such policics. 

Rule 10. Disparagement. 
Section 10. Disparaging comparisons 
and statements. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement which, directly or indi- 
rectly, falsely disparages competitors, 
their policies, services, or business 
methods. 

An advertisement shall not directly 
or indirectly make unfair or incom- 
plete comparisons of policies or bene- 
fits or otherwise falsely disparage 
competitors, there policies, services or 
business methods. 

(The FTC rules have no section 
pertaining to jurisdictional licensing. 
The NAIC Section 11 follows: 

Jurisdictional Licensing. 

A. An advertisement which is in- 
tended to be seen or heard beyond the 
limits of the jurisdiction in which the 
insurer is licensed shall not imply li- 
censing beyond those limits. 


B. Such advertisements by direct 
mail insurers shall indicate that the 
insurer is licensed in a specified state 
or states only, or is not licensed in a 
specified state or states, by use of 
some language such as “This company 
is licensed only in state A” or “This 
company is not licensed in state B.” 
Rule 11. Deceptive use of trade names, 
service marks, etc. 

Section 12. Identity of insurer. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, in 
any advertisement, a trade name, ser- 
vice mark, slogan, symbol, cr other 
device which has the capacity and 
tendency or effect of misleading or 
deceiving purchasers or prospective 
purchasers as to the true identity of 
the insurer or its relation with public 
or other private institutions. 

The identity of the insurer shall be 
made clear in all of its advertisements. 
An advertisement shall not use a trade 
name, service mark, slogan, symbol or 
other device which has the capacity 
and tendency to mislead or deceive as 
to the true identity of the insurer. 
Rule 12. Deception as to “group” or 
“quasi-group” policies. 


Section 13. Group or quasi-group 
implications. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement in which a representa- 
tion is made, directly or by implica- 
tion, that prospective policyholders be- 
come group or quasi-group members 
and as such enjoy special rates or 
privileges ordinarily associated with 
group insurance as recognized in the 
industry, unless such is the fact. 

An advertisement of a particular 
policy shall not state or imply that 
prospective policyholders become 
group or quasi-group members and as 
such enjoy special rates or underwrit- 
ing privileges, unless such is the fact. 
Rule 13. Deception as to introductory, 
initial, or special offers. 

Section 14. Introductory, initial or spe- 
cial offers. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement in which representation 
is made, directly or by implication, 
that a particular policy or combination 
of policies is an introductory, initial 
or special offer and that applicants 





nas with’ Paic Maal 


says Elnora Robin- 
son, wife of Al Rob- 
inson (Malcolm C. 
White Agency, Okla- 
homa City) 


“And that gives me a 
lift too! The truth is, Al 
was a successful sales- 
man long before he 
thought of a life insur- 
ance career. But it’s the 
recognition he receives 
now that makes us both 
feel we really began to 
live on the day he 
started with Pacific Mu- 
tual four years ago.” 


Elnora Robinson has 
accompanied herhus- 
band to three Big 
Tree Top Star Con- 
ferences and two Pa- 
cific Mutual National 
Conventions. 








LIFE INSURANCE COMPANY 
PACIFIC MUTUAL BUILDING 
LOS ANGELES 14, CALIF. 

e 
LIFE « ACCIDENT & SICKNESS 


RETIREMENT PLANS 
GROUP INSURANCE 








CREDIT LIFE AND A & H 
VICE PRESIDENT AND SALES MANAGER 


An important top level position. Applicant 
should have basic knowledge of types of fi- 
nance insurance; autos, homes, appliances, 
etc. Should be able to conduct sales meetin 
and spend some time in the field with salarie 
employees. Group also has Fire company for 
fire, theft and collision coverages on fi- 
nanced autos. 0,000 








Call or Write 
ED BOYDEN 
CADILLAC EMPLOYMENT AGENCY 
220 S. State St. WAbash 2-4800 Chicago, Ill. 
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will receive advantages not available 
at a later date, unless such is the fact. 

An advertisement shall not state or 
imply that a particular policy or com- 
bination of policies is an introductory, 
initial or special offer and that the 
applicant will receive advantages by 
accepting the offer, unless such is the 


act. 
= 14. Misrepresentation as to ap- 
proval or endorsement of advertise- 
ments or policies. 

Section 15. Approval or endorsement 
by third parties. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement in which a representa- 
tion is made, directly or by implication: 

(1) That an insurer, or a policy or 
advertisement thereof, has been ap- 
proved by, or an insurer’s financial 
condition has been examined and 
found to be satisfactory by, any gov- 
ernmental agency, unless such is the 
fact: 

A. An advertisement shall not state 
or imply that an insurer or a policy 
has been approved or an insurer’s 
financial condition has been examined 
and found te be satisfactory by a gov- 
ernmental agency, unless such is the 
fact. 

(2) That an insurer, or a policy or 
advertisement thereof, has been ap- 
proved or endorsed by any individual, 
group of individuals, society, associa- 
tion, or other organization, unless such 
is the fact. 

B. An advertisement shall not state 
or imply that an insurer or a policy 
has been approved or endorsed by any 
individual, group of individuals, soci- 
ety, association or other organization, 
unless such is the fact. 

Rule 15. Misrepresentation as to pay- 
ment of claims. , 

Section 16. Service facilities. 

It is an unfair trade practice for an 









NEW YORK 
{07 William $e. 


CHICAGO 
175 W. Jackson 





REINSURANCE 


WE ARE INTERESTED 


in each feature of your A & H 
Policies that is a subject for Re- 
insurance. We'll welcome an 
inquiry from you about Em- 
ployers individualized service. 


EMPLOYERS REINSURANCE CORPORATION 
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insurer to use, or cause to be used, any 
advertisement in which a representa- 
tion is made, directly or by implica- 
tion, which has the capacity and ten- 
dency or effect of misleading or de- 
ceiving purchasers or prospective pur- 
chasers with respect to: 

(1) The time limit within which 
claims are paid; 

(2) The dollar amount of claims 
paid or the number of claims paid un- 
der a particular policy; 

(3) The liberality and generosity 
beyond the terms of the policy in set- 
tlement of claims. 

An advertisement shall not contain 
untrue statements with respect to the 
time within which claims are paid or 
statements which imply that claim 
settlements will be liberal or generous 
beyond the terms of the policy. 

Rule 16. Misrepresentation concern- 
ing the insurer. 

Section 17. Statements about an in- 
surer. 

It is an unfair trade practice for an 
insurer to use, or cause to be used, any 
advertisement which, directly or by 
tendency or effect of misleading or 
deceiving purchasers or prospective 
purchasers with respect to the insur- 
er’s assets, corporate structure, finan- 
cial standing, age, or relative position 
in the insurance business. 

An advertisement shall not contain 
statements which are untrue in fact 
or by implication misleading with re- 
spect to the imsurer’s assets, corporate 
structure, financial standing, age or 
relative position in the insurance busi- 
ness. 


LAA Sends Members 10 


More Case Histories 


Life Insurance Advertisers Assn. has 
sent 10 more case histories to members. 
The cases, covering a variety of sub- 
jects, provide a number of tested ideas 
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in easy reading style. 

Four histories tell how public rela- 
tions projects were conducted by cer- 
tain companies and six report on spe- 
cific advertising activities. They were 
compiled by the public relations com- 
mittee headed by Stanley M. Richman, 
General American, and the advertising 
committee headed by Joseph M. Locke, 
Gulf Life. 


VA to Decentralize Claim Offices 
Veterans administration will decen- 
tralize the processing of new death 





claims in the areas now served by dis- 
trict offices in St. Paul and Philadelphia 
to 42 regional offices in 34 states and 
District of Columbia. 

The decentralization will affect all 
new death claims from widows and 
children of deceased veterans for gov- 
ernment life insurance, compensation, 
pension and burial allowances. 

VA on a pilot basis previously de- 
centralized death claims from the Den- 
ver office to 21 regional offices in 14 
southwest and western states. 
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provides FLEX\BILITy 


6 DIFFERENT BENEFIT PERIODS — 12, 18, 24, 36, 
60 and 120 months (Total disability only required 





8 OPTIONAL BENEFITS — Partial Accident, Partial 
Sickness, Travel Accident, Accidental Death and Dis- 
memberment, Daily Hospital, Miscellaneous Hospital 
Expense, Surgical, and Accident Medical Expense. 


RATE BASIS 


with these PLUS values . . . 


¥%& DISABILITY DEFINITION insured’s Occupation for 5 years. 
%& DISMEMBERMENT added to Accidental Death Benefit. 
%& SEVEN DAY WAITING PERIOD available with 10 year coverage. 













% AUTOMATIC FOREIGN COVERAGE up to | year without permit. 








MUTUAL PIONEER 


Non-Cancellable Guaranteed Renewable to Age 65 


UNION MUTUAL 


LIFE INSURANCE COMPANY OF PORTLAND, MAINE 
Canadian Head Office — Montreal, P. Q. 


Life Insurance Company 


Rolland E. Irish, President 
John R. Carnochan, Vice President in Charge of Agencies 
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EDITORIAL COMMENT 





Reference Is Made to Your Letters... 


A large amount of correspondence is 
both necessary and important in the 
insurance business. Because this is 
true, it might be assumed by those un- 
familiar with the situation that letter 
writing has become something of a 
fine art among insurance correspond- 
ents. This is anything but true. Both 
the essential and routine insurance 
letters are for the most part poorly 
constructed, overly long, indirect, 
vague, lacking in clarity and contain 
too many clichés. 

Anyone who is interested seriously 
in improving his letter-writing tech- 
nique should ask himself first of all, 
“What is a letter?” The answer is 
that it is a substitute for a personal 
conversation or a telephone call. This 
being the case, a letter should bear as 
much resemblance as possible to a 
face-to-face talk. No one should begin 
a letter by say “Reference is made to 
your letter of the 14 inst.” Yet there 
are hundreds, even thousands, who are 
using some such language as this in 
nearly every letter they write. Their 
letters are stiff and stilted. Yet in 
their usual conversation these people 
are direct and factual in what they 
have to say. 


There is so much the matter with so 
many of the letters being written in 
the insurance world that to discuss all 
their defects would take a long essay. 
Noticeable and welcome correction 
would come if a few points would be 
kept in mind. Some of them are: 

1. Use short sentences and short 
rather than long words; say “buy” 
instead of “purchase”; “find” instead 
of ‘ ‘discover”; “route” instead of “‘itin- 
erary”; “store” instead of “retail es- 
tablishment”’, and “factory” instead of 
“manufacturing plant.” 

2. Write as you talk. Avoid “fancy- 
ing up” any letter you write. Write it 
the way you’d say it. 

3. Do all you can to confine each 
letter to one page. Anything beyond 
one page tends to become a treatise. 

4. Discard the belief that long words 
indicate that you are “educated.” The 
most highly educated are those who 
have learned to convey their exact 
meaning in plain, simple words that 
are readily understood by nearly 
everybody. 

A celebrated letter writer of 35 years 
ago was Edson S. Lott, for many years 
president of United States Casualty. 
He would write a letter like this, “The 
answer to the letter that you wrote me 
on July 13 is yes,” or “You are right 


in what you said in your letter of Aug. 


24. We will proceed accordingly,” or 


“For a variety of reasons, we cannot 
do what you ask in your letter of Dec. 
18.” His letters were always short, 
pithy, shorn of all unnecessary of ex- 
traneous language, but completely un- 
derstandable. They did not contain a 
statement and then two or three other 
supporting, explanatory but repetitious 
statements. Mr. Lott said what was to 
be said briefly, but because of its 
simplicity it was crystal clear. 
7 e e 

It is our conviction that anyone who 
will review his correspondence for the 
past several months with the idea in 
mind of determining whether every- 
thing he wrote might not have been 
said by the use of half or one-third of 
the space will conclude, as we have, 
that there is room for a great deal of 
improvement in the letter-writing hab- 
its of those who are carrying on the 
bulk of the correspondence in the in- 
surance business. 

Some companies have tackled the 
letter-writing problem in an aggressive 
and intelligent way. The results are 
so good that it is surprising the idea 
hasn’t spread a lot faster. It should. 


DEATHS 


DR. LINFORD H. LEE, 62, vice- 
president and medical director of Pa- 
cific Mutual Life, 
died suddenly of a 
heart attack. He 
was past president 
of Assn. of Life 
Insurance Medical 
Directors of Amer- 
ica and had been 
active in Life In- 
surance Medical 
Research Fund. 
Dr. Lee was well 
known among in- 
surance and medi- 
cal men for his 
significant contribution toward the de- 
velopment of techniques used in selec- 
tion of insurance risks. He joined Pa- 
cific Mutual in 1929 and became 
medical director in 1936. He had been 
a vice-president since 1954. 


JOHN A. HAUSER, 68, mortgage 
loan manager for Security Mutual Life 
of Nebraska until his retirement in 
1953, died at Lincoln, Neb. 


MELVIN F. MORGAN, 59, who re- 
tired in 1954 after four years as dis- 
trict manager of Metropolitan Life at 














Dr. L. H. Lee 


Laconia, N.H., died. He had been with 
the company 36 years, 21 of them as 
a district manager. 


LEONARD C. ASHTON, 68, retired 
vice-president and secretary of Provi- 
dent Mutual Life, died at his home in 
Swarthmore, Pa. He been with the 
company from 1913 to 1953. 


JOHN D. CAMERON, 74, formerly 
with Equitable Society and Michigan 
Life in Michigan, died in a Flint hos- 


PERSONALS 


Robert D. Allen, 
who has been ap- 
pointed manager 
of Guardian Life 
in St. Louis, en- 
tered the business 
in 1947 with Mu- 
tual of New York 
at St. Louis, where 
he has been assist- 
ant manager. He 
succeeds Joseph T. 
Peterson, manager 
since 1935, who 
has retired but 
will continue with the agency to serve 
his personal clientele. - 














R. D. Allen 


Philip K. Robinson, vice-president of 
Northwestern Mutual Life, and Mrs. 
Gertrude Hunt Knox, Washington, 
D.C., former Milwaukee socialite, were 
married in Washington. Mrs. Knox is 
the daughter of the late Federal Judge 
William H. Hunt of the U.S. Circuit 
Court of Appeals and one time govern- 
or of Puerto Rico. 


Walter A. Robinson, former Ohio 
superintendent of insurance who was 
confined to his Columbus home by 
illness, was presented with a TV set 
and an armchair by Ohio Assn. of Life 
Underwriters, the Life Managers & 
General Agents Assn. and the CLU 
chapter. Mr. Robinson was reported to 
be getting along nicely. 


Frank M. See, St. Louis general 
agent for New England Mutual Life, 
and Mrs. See are on a trip around the 
world. They left St. Louis in March 
for California and then went on to 
Hawaii and Tokyo. They recently were 
in Hong Kong. They expect to return 
to St. Louis in September. 


Robert Pratt Kelsey, vice-president 
of public services, John Hancock, has 
been appointed chairman of the public 
relations committee for Boston Uni- 
versity’s development campaign. 


F. L. Cooper, whose appointment 
as manager of advertising in the public 
relations department of New York Life 
was reported in last week’s issue, is a 
former newspaperman who joined the 


company in 1946. He has been active 
in many phases of the public relations 
program and most recently, as a senior 
staff member, has been editor of 
NYLIC News. 


Ben ;P..Atkinson, American General 
Life, Austin, president of Texas Assn. 
of Life Underwriters, is recuperating 
at his home following surgery. 








Southwestern Life Makes 


Management Changes 


Due to expansion in four adjoining 
states last year, Southwestern Life of 
Dallas has set up two agency manage- 
ment divisions. The eastern division 
will be headed by Jeff Nickelson, with 
the agency department staff for sev- 
eral years, and Ora W. Walk, manager 
at Fort Worth, has been advanced to 
direct the western division. 

The company has established four 
new branches in Texas and advanced 
four sales supervisors to managers, as 
follows: Jack Nixon, at El Paso; Clif- 
ton Haynie at Lubbock; John Rogers 
at Waco, and Ralph Inglefield, at 
Wichita. 


Penn Mutual Appoints 
Three General Agents 


Penn Mutual Life has appointed 
Earl E. Clark, Houston G. Reese and 
Charles R. Dixon general agents at 
Wichita, Louisville and Omaha re- 
spectively. 

Mr. Clark, general agent at Louis- 
ville since last year, entered the busi- 
ness with Penn Mutual at Denver, 
ioined the home office general agents 
training group in 1954, and then served 
in a supervisory capacity. 

Mr. Reese entered the business with 
Penn Mutual at Richmond, joined the 
general agents training group last year 
and has been doing supervisory work. 

Mr. Dixon entered the business with 
Penn Mutual at Fresno and joined the 
general agents training group last 
year. 


Has Record March Sales 


New life and A&S sales of North 
American Life of Chicago during 
March exceeded those for any previous 
March in company history. Life vol- 
ume was up 20.5% over March. 1955, 
while A&S sales showed a 25.8% gain. 

This month the company began its 
golden anniversary jubilee, to culmi- 
nate in a celebration at the Edgewater 
Beach hotel in September, 1957. 








N. Y. Life Film in Competition 
“Dear Mrs. Calvin.” a 94-minute art 
color sound slide film produced for 
New York Life by Transfilms, Inc. 
has been selected for final screening 
at the 1956 golden reel film festival 
and sound slidefilm competition of 
American film assembly April 23-27 at 


Hotel Morrison in Chicago. The film, | 
based on an actual case history and | 
produced as part of the company’s ef- | 


fective letters program, asks all corres- 


pondents to put more of the personal 


touch in their communications. 





Charles M. Murtagh, who joined Oc- 
cidental Life of California a year ago, 
has been named assistant manager at 
Seattle. 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Mur- 


ray 8-1634. Fred Baker, Southeastern Man- 
ager. 

BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. dhe 2-1402. Roy H. Lang, New Eng- 


land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Bivd., Tel. 
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P. Woods, Sales 


Tel. Parkway 1-2140. Chas. 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenuwuist, Statistician. 

DALLAS 1, TEXAS—708 Employers Insurance 
Bldg.. Tel. Prospect 1127. Alfred E. Cadis, 
Southwestern Manager. 

D IT 26, MICH.—i02 Lafayette Blidg., 
Tel. Woodward 1-2344. A. J. Edwards, Man- 
ager for Indiana and Michigan. 
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MINNEAPOLE 3. MINN.—1038 Northwestern 
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Clarence W. Hammel, New York Managers. 
NEWARK 2, N. J.—10 Commerce Ct., Tel. 
Mitchell 2-1306. John F. McCormick, Resident 


Manager. 


OMAHA 2, NEBR.—610 Keeline Bldg., Tel 
Atlantic 3416. Fred L. White, Resident Man- 
ager. 


PHILADELPHIA 9, PA.—1027 S. Broad St, 
Room 1127, Tel. Pennypacker 5-3706. Robert 
I. Zoll, Middle Atlantic Manager. 


SAN FRANCISCO 4, CAL.—Flatiron Bldg.. ff : 


Market St., Tel. Exbrook 2-3054. A. & 
Wheeler. Pacific Coast Manager. 
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Equitable of lowa 
Meeting Draws 275 


- E. E. Cooper, assistant agency vice- 
president; J. R. Ward, superintendent 
of agencies; T. J. Kranz, Toledo; F. H. 


More than 275 agents and general Manning, Kansas City; Dr. R. R. Sim- 


agents of Equitable of Iowa met at the 
Edgewater Beach Hotel in Chicago this 
week for a joint conference of the 
company’s agency, president’s and or- 
ganization clubs. 

Ray E. Fuller, agency vice-president, 
was in charge of all convention activi- 
ties and presided at the banquet on 
the first evening of the two day con- 
ference. F. W. Hubbell, president, ad- 
dressed a joint meeting of the three 
clubs and spoke at banquets both 
nights. C. J. Amstutz, Youngstown, 
with the company since 1927, was pre- 
sented as the 1956 member of the hall 
of honor, the ranking annual recogni- 
tion given by the company, which can 
be won only once by a career agent. 
Vv. W. Wiedemann, general agent at 
San Francisco, was awarded the 1956 
master agency builder award, the 
highest recognition accorded by the 
company to its general agents. 

A. F. Kehle, Seattle, and W. C. Pfaff, 
Chicago, were awarded engraved wrist 
watches for production of $1 million 
each in business during the year. In 
addition to addresses by Mr. Fuller and 
Mr. Hubbell, other speakers were P. 
Cc. Irwin, vice-president and actuary; 
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' NEW BABY GROUP! 


| For complete details write your Gen. Agent or: a 
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The UNITED STATES LIFE INSURANCE Co. 
IN THE CITY OF NEW YORK 
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HB _— 84 William Street, N. Y.38,N.Y. 
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ACTUARIES 
Insurance Company 
Management Consultants 
RICHMOND ATLANTA NEW YORK 




















mons, medical director; H. S. Bell, 





F. W. Hubbell Ray E. Fuller 


Seattle; and J. H. Windsor, financial 
vice-president. 

Directing and participating in vari- 
ous panels were Leola Zavodsky, 
Cedar Rapids; Mr. Pfaff, R. W. Ran- 
som, Grand Rapids; H. A. Slavin, New- 
ark; E. M. Felten, Los Angeles; J. T. 
Dockery, Davenport; C. O. DuBois, as- 





V. W. Wiedemann ' C. J. Amstutz 
sistant superintendent of agencies; 
Ray Wernimont, Cedar Rapids; Mr. 


Kehle, C. P. Spahn, Chicago; L. L. Hill, 
Jr., assistant counsel; H. L. Harvey, 
Detroit; R. H. Sheldon,: Los Angeles; 
K. R. Austin, assistant secretary; F. L. 
McCormick, Des Moines; Mr. Ward, 
Mr. Cooper, R. T. Evans, agency fi- 
nance assistant, and A. N. Caines, 
Waterloo. 





Transfers Biggers to Oakland 
Henry Biggers, assistant brokerage 
manager in San Francisco for Occi- 
dental Life, has been named brokerage 
manager at Oakland, Cal. 
Mr. Biggers, a Prudential agent for 
two years, joined Occidental last year. 


STOCKS 


By H. W. Cornelius Bacon, Whipple & Co. 
135 S. LaSalle St., Chicago, April 17, 1956 
























Previous Current 

Week’s Bid Bid Asked 
PROUT TLS oi scscisceicscgcsnsasecscsvve 107 183 187 
Beneficial Standard ............. 33 31 32 
Cal.-Western States. ............ 109% 105 109 
Colonial Life occ 125 114 120 
Columbian National ............. 9542 90 93 
Commonwealth Life ............ 24 21 22 
Connecticut General .......... 256 247 253 
Continental Assurance ......... 180 133 137 
Franklin Life .............. 89 824% «85 
Great Southern Life 94 94 97 
Gulf Life... 33%2 3112 3212 
Jefferson Standard 135 127 130 
Kansas City Life 1400 1350 1380 
Life & Casualty .... a an 37 38 
Life Insurance Investors .. 1542 14% 1434 
Lincoln National 206 212 
MiSSOUFI ...........0eeee 2542 2612 
National L.&A. 8542 87 
North American, III. .......... 24 23 24 
N.W. National .......... 90 79 84 
Ohio State Life «0.0.0... 230 225 233 
Old Line Life... 59 55 60 
Southland Life ............00.. 127 115 124 
Southwestern Life ................ 114 108 116 
IE eiterececivessnicctscncicicatiptig 82% 77 79 
UHR, TER. cscccssssccceccsessascescases 28%, 2542 2612 
Ui Pom cake cahchevosessecavccecancavcves 155 157 162 
West Coast Life ...........0. 5642 53 55 
Wisconsin National ............. 59 55 60 


Guardian Drive Sets 
Life and A&S Records 


Guardian Life set new 1-month sub- 
mitted records of $27 million in life 
and $131,000 in A&S premiums in 
March, when the annual campaign 
was held to honor Frank F. Weiden- 
borner, agency vice-president. 

The Bay agency in Newark tripled 
its quota to lead in life. The Simon 
agency of Rochester was second and 
the Haiblum-Warshauer agency of 
Brooklyn was third. The Deas agency 
in Columbia, S. C., the Brooks agency 





in San Francisco and the Preble agen- 
cy in Aberdeen, Wash., ranked first, 
second and third, respectively, in A&S 
submissions. 

Spaulder, Warshall & Schnur agen- 
cy in New York led in total submitted 
life business and the Houseman agen- 
cy in Los Angeles led in A&S pre- 
miums. 


Leading agents were Irving Forman, 
Brooklyn, life volume; E. J. Ellis, Ev- 
ansville, total lives; Richard R. Deas, 
Columbia, A&S premiums, and J. E. 
Norris, Atlanta, A&S applications. 














what kind of company stands behind 
the man from Midland Mutual? 


a strong company with a ‘‘helping hand’’—The Man from 
Midland Mutual is justly proud and confident. He’s proud of 
his company’s 50 years of dedicated service to policyowners 
and representatives in the field. He’s confident of the future, 
because he knows he can count on solid support and help 
from this strong, stable company known for its fair dealing. 


At Midland Mutual, the close relationship between home 
office and field is based on the “helping hand” philosophy. - 
The Agency Department staff believes in and practices this 
philosophy of assistance. Realizing that general agents’ 
problems are their problems as well, these company people 
offer valuable help in building successful agencies. 

Midland Mutual’s “helping hand’ approach has been a 
prime factor in the company’s sound growth to a position 
stronger than ever before. In this Golden Anniversary Year, 
insurance in force exceeds $300 million, assets are more than 
$90 million, more than 100,000 policies are in force, and 
the asset-liability ratio ranks high in the industry. 

If you would like to learn more about Midland Mutual’s 
growth story, and how its “helping hand” operation benefits 
the men in the field, write Charles E. Sherer, CLU, Vice 
President and Director of Agencies. 
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. MIDLAND MUTUAL 


a LIFE INSURANCE COMPANY 


000 East Broad Street, Columbus 16, Ohio 


Midland Mutual Agency Building Opportunities include openings in these 
areas: California, Illinois, Indiana, lowa, Keniucky, Michigan, North Carolina, 


Ohio, Pennsylvania, Virginia. 
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HEALTH INSURANCE ASSOCIATION 


OF AMERICA 


Mutual of Omaha is proud to be a charter member in this fine new organization. We 
feel that the health and accident insurance industry is on the threshold of a new era 
of expansion and service, and that the Health Insurance Association of America will 
be an invaluable aid and guide for all of us in the years ahead. 


Mutual of Omaha is proud, too, of its own contributions to the development of sickness 
and accident insurance protection in America, pioneering in Sales Training Programs; 
National Advertising to gain public acceptance for this type of insurance coverage; 
Family Package Plans, including recently a provision for Renewal Safeguard; Prompt 
Service through Local Offices; and most recently, protection for Military Air Transport 
Services. 


Last, but not least, Mutual of Omaha is proud to be under the leadership of Mr. V. J. 
Skutt, who on April 12, 1956, celebrated his seventh anniversary as President of 
Mutual of Omaha, this being the same day on which the charter for the Health Insur- 
ance Association of America was adopted. 


MUTUAL BENEFIT HEALTH & ACCIDENT ASSOCIATION 


HOME OFFICE: OMAHA CANADIAN HEAD OFFICE: TORONTO 
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Staff and Functions 
of New Health Assn. 
Outlined by Neal 


Bureau and Conference 
Will Provide Solid 
Base of Personnel 


CINCINNATI—tThe solid base of 
staff organization and the well defined 
set of objectives with which Health 
Insurance Association will begin its 
career were described by Robert R. 
Neal, association 
general manager, 
in his address at 
the organization 
meeting here. 

Terming the 
Cincinnati meet- 
ing “auspicious as 
well as_ historic,” 





Mr. Neal said 
the A&S _insur- 
ance business is 


clearly demon- 
strating by estab- 
lishment of Health 
Assn. that there is a pressing need to 
expand trade association activity to 
meet the challenge of providing greater 
service and representation on matters 
of public concern in the health insur- 
ance field. 

To fulfill its mission, he said, a trade 
association must have an experienced 
and capable staff, and the development 
of such a staff will be begun immed- 
iately. In a large measure, however, 
the major areas of responsibility will 
be in the hands of experienced people, 
since all members of the executive 
staffs of the bureau and conference 
will be a part of the association and 
will form the nucleus of its staff. To- 
gether, they bring more than 130 years 
of experience in the A&S field, and 
“few new organizations could be so 
fortunate in their beginning.” 

The functions of Health Insurance 
Assn., while set forth in the constitu- 
tion, are worthy of repeating, Mr. Neal 
observed. They are: 

1. To engage in research to provide 
a forum for discussion and to dissem- 
inate information on matters of inter- 
est in the field of A&S insurance. 

2. To express the views of the asso- 
ciation as to matters affecting A&S 
insurance. 

3. To establish standards of ethical 
conduct in the A&S business to be ob- 
served by members as a condition of 
membership. 

4. To promote understanding of and 
to maintain the confidence of the pub- 
lic in the A&S business through ade- 
quate public information and educa- 
tion. 

5. To engage in such other activities 
as will further the purposes of the 
association. 

The association shall not in any way 
bind a member in the use of premium 
rates, policy forms, coverages or classi- 
fication of risks, Mr. Neal explained. 

One of the principal functions of the 
new association will be an active pro- 
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Officers who will lead Health Insurance Assn. of America in its first year, 
photographed at the organizational meeting at Cincinnati: from left, Frank S. 
Vanderbrouk, Monarch Life, chairman of the public relations committee: J. 
Henry Smith, Equitable Society, vice-president; E. J. Faulkner, Woodman Ac- 
cident & Life, president, and William R. Shands, Life of Virginia, secretary. 


OFFICERS ELECTED AT CINCINNATI 


President—E. J. Faulkner, president of Woodmen Accident & Life. 
Vice-president—J. Henry Smith, vice-president and associate actuary of Equit- 


able Society. 


Secretary—William R. Shands, vice-president and general counsel of Life of 


Virginia. 


Chairman public relations committee—Frank S. Vanderbrouk, president of 


Monarch Life. 


Directors—(Terms expire 1959) Millard Bartels, Travelers; Leslie P. Hemry, 
American Mutual Liability; J. C. Higdon, Business Men’s Assurance; Paul 
Laymon, Standard Accident; R. J. Wetterlund, Washington National. (Terms 
expire 1958) Frank L. Harrington, Massachusetts Protective; Moses G. Hub- 
bard, Commercial Travelers Mutual Accident, Utica; Armand Sommer, Con- 
tinental Casualty; Harry J. Stewart, West Coast Life; Travis T. Wallace, 
Great American Reserve. (Terms expire 1957) Edwin W. Craig, National Life 
& Accident; Reinhard A. Hohaus, Metropolitan Life; J. W. Scherr Jr., Inter- 
Ocean; V. J. Skutt, Mutual Benefit H.&A.; G. N. Watson, Crown Life of 


Toronto. 








Health Assn.’s First President Says Potential 
for Accomplishment Is “Almost Boundless” 


“The potential of the Health Insur- 
ance Assn. of America for constructive 
accomplishment is 
almost boundless,” 
its first president, 
E. J. Faulkner of 
Woodmen Accident 
& Life, declared in 
his acceptance ad- 
dress. To venture 
the assertion that 
the business has in 
reality achieved 
maturity is to in- 
vite the lifted eye- 
brow of historians 
a generation or so 
hence, he added, “Yet I cannot but 
believe that accident and health in- 
surance is now called upon to play 
a significant and critical role in the 
pageant of our country’s history.” 

Saying he would neither dramatize 
nor over-emphasize the significance of 
voluntary A&S insurance in the social 
and economic cosmos, Mr. Faulkner 
vouchsafed he was impelled to express 
his conviction that the business is in the 
forefront of the struggle to sustain 


E. J. Faulkner 


and strengthen the democratic process 
and private enterprise. “One has but 
to study the writings of the architects 
of statism—Bismarck, Marx, Lenin and 
Stalin—to recognize the essentiality of 
a free medical profession and a volun- 
tary insurance system as the sine qua 
non of individual freedom,” he ob- 
served. 

With 1,100 “freely and fiercely com- 
peting” insurers vying for A&S business 
no line of endeavor is less subject to 
the impediments imposed by action in 
concert or in restraint of trade, Mr. 
Faulkner observed. For many de- 
cades sharp competition impeded the 
development of an_ industry phil- 
osophy and discouraged inter-com- 
pany cooperation, even in matters ap- 
propriate for joint endeavor. That this 
phase of A&S insurance history is 
drawing to a close seems evident in the 
organization of Health Assn. “We have 
come to the realization that it is in no 
one’s interest—policyholders, com- 
pany’s or community’s—for insurers to 
hold aloof from participation in pro- 
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Is Launched 


Name E. J . Faulkner 
President, Neal Is 
General Manager 


New Trade Organization 
Begins With 243 
Charter Members 


By JOHN C. BURRIDGE 


CINCINNATI—Health Insurance 
Assn. of America, the new accident 
and sickness insurance trade associa- 
tion, was organized here last week 
with an initial charter membership of 
243 companies. The greatest sources 
of members were Bureau of A&H Un- 
derwriters and H&A _ Underwriters 
Conference, both of which dissolved 
prior to the meeting, but Health In- 
surance Assn. starts with a larger 
membership than the conference and 
bureau had combined. 

More than 350 registered for the 
meeting, including a large number of 
representatives from other trade asso- 
ciations, several state insurance com- 
missioners and representatives of non- 
member companies who were interest- 
ed in seeing the new organization 
launched. Few trade associations in 
any line of business have started with 
as representative a membership and 
with as much momentum as HIAA. 
Everyone in the business is desirous of 
having it succeed, and there is an as- 
surance of cooperation and help from 
all quarters. 


It is not expected that HIAA will 
accomplish wonders or be able to pro- 
duce anything new overnight, but it 
already has the prestige of being the 
sole organization of the A&S industry 
and in that capacity will be able to 
speak with authority in legislative 
matters, in dealings with commission- 
ers and in representing the business in 
a public relations program. Further- 
more, its membership standards make 
HIAA the unofficial policeman of ethi- 
cal practices. Additionally, HIAA has 
the benefit of capable and prominent 
leadership. E. J. Faulkner, Woodman 
Accident & Life, is president, and 
Robert R. Neal is general manager. 
The staff leaders of the bureau and 
the conference, Joseph Follmann Jr. 
and John Hanna, respectively, will 
continue to play leading roles, heading 
the offices of HIAA in New York and 
Chicago. 

The Cincinnati meeting was organi- 
zational in nature. It was not possible 
to prepare an elaborate program be- 
cause until enough companies had ap- 
plied for and been admitted to the 
new association, no definite action 
could be taken. About half of the two- 
day meeting was devoted entirely to 
the business of getting Health Insur- 
ance Assn. started, and most of the 
remainder was in the nature of con- 
gratulatory messages in talks by rep- 
resentatives of other trade associa- 
tions. 

Registration began Wednesday eve- 
ning simultaneously with a reception 
sponsored by six Ohio members of 
HIAA—Inter-Ocean, Midland Mutual 

(CONTINUED ON NEXT PAGE) 
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Life, National Masonic Provident, Na- 
tionwide Mutual, Ohio State Life, and 
Pioneer Mutual Casualty. 

E. J. Faulkner as chairman of Joint 
Committee on Health Insurance, called 
the organizational meeting to order 
Thursday morning. H. Lewis Rietz, 
Great Southern Life, was elected tem- 
porary chairman, and William R. 
Shands, Life of Virginia, was named 
temporary secretary. 

In his remarks, Mr. Rietz, who is a 
past president of the conference, said 
the fine attendance at Cincinnati was 
evidence of determination by the com- 
panies to do a better job for the busi- 
ness and the public. There has been a 
lack of education of the public of the 
part insurance plays in the health in- 
surance field, he commented, but at 
the same time the public is greatly 
interested in insurance and is using 
the facilities. 

The bureau and the conference were 
intra-industry forums, Mr. Rietz re- 
marked. They played their part within 
the business during its formative years, 
but they never had an affirmative ap- 
proach to public relations. The need 
for such an approach was recognized 


and begun under both organizations, 
and this is one of the areas in which 
it was realized that a unified program 
was necessary. The staffs of the con- 
ference and the bureau, working daily 
with the problem, were the first to see 
this need, Mr. Rietz said. They were 
unable to get public relations built up 
to the necessary size because they had 
inadequate financing for such an ac- 
tivity. The staff of neither the confer- 
ence nor the bureau was able to speak 
for the business as whole, and at the 
same time they were confronted with 
the failure of some of those in man- 
agement and recognize the magnitude 
of the public relations problem. 

Mr. Rietz went into some of the his- 
tory of the approach to a single associ- 
ation, beginning with joint efforts of 
the two associations and culminating 
in the formation of Joint Committee on 
Health Insurance with its task forces 
and the recommendation finally to es- 
tablish a new, single trade association. 

A. B. Hvale of Continental Casualty, 
who was chairman of the membership 
committee in the organization of HIAA, 
was appointed head of the committee 
on credentials and the roll of the 243 


charter members was called by Mr. 
Shands. 

A number of necessary resolutions 
were adopted, including one forming 
HIAA as an unincorporated associa- 
tion and adopting a constitution (pre- 
sented by Millard D. Bartels of Trav- 
elers); report of the membership com- 
mittee and election to charter mem- 
bership (Mr. Hvale); report of the fi- 
nance committee (R. J. Wetterlund, 
Washington National); organization 
expense (Mr. Wetterlund). H. Ladd 
Plumley, State Mutual Life, gave the 
report of the nominating committee, 
and the directors and officers were 
formerly elected and introduced. Mr. 
Faulkner, in his address of acceptance, 
admitted that his election came as no 
surprise. In fact, the whole morning 
session was cut and dried and amount- 
ed to nothing but the formality of es- 
tablishing HIAA. Nevertheless, nearly 
everyone who registered attended the 
session throughout and evidenced keen 
interest and enthusiasm, demonstrat- 
ing the hopeful spirit which prevailed 
during the entire meeting. 

Mr. Shands was in charge of the 
afternoon session, which was led off 
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with the announcement of committee 


appointments by Mr. Faulkner. Frank 
S. Vanderbrouk, Monarch Life, chair. 
man of the public relations committee, 
outlined briefly how his group would 
operate and some of its goals. A more 
complete rundown on the functioning 
of Health Insurance Assn. as a whole 
was given by Mr. Neal, who empha- 
sized the importance to the association 
of starting off with the advantage of 
the trained staffs of the bureau and 
conference. Robert L. Hogg, vice- 
chairman of Equitable Society, spoke 
on “The Association—A Means to 
Progress.” 

Organization meetings of the stand- 
ing committees occupied the whole of 
Friday morning. Subcommittees were 
named and definite programs set up. 

The concluding session featured 
talks by Dr. George Lull, secretary and 
general manager of American Medical 
Assn.; J. Dewey Dorsett, general man- 
ager of Assn. of Casualty & Surety 
Companies, and Walter Williams, un- 
der secretary of commerce, whose talk 
was entitled “Economic Health Is No 
Accident.” 

Probably because the Cincinnati 
meeting was chiefly business in na- 
ture, and consisted of no dealings with 
outside problems, the social program 
was heavier than most. This gave the 
membership a chance to get acquaint- 
ed, an item of value since the confer- 
ence and bureau membership was not 
identical and there are in addition 
members of HIAA who did not belong 
to either organization. Wednesday 
evening there was a reception, and the 
luncheon Thursday was buffet. Thurs- 
day evening there was a banquet with 
entertainment and dancing and the 
Friday luncheon was utilized to intro- 
duce an impressive list of visitors 
from other trade _ associations, in- 
cluding representatives of American 
Life Convention, American Medical 
Assn., Assn. of Casualty & Surety 
Companies, Canadian Life Officers 
Assn., U. S. Chamber of Commerce, 
Institute of Home Office Underwriters, 
Institute of Life Insurance, Insurance 
Economic Society, International Assn. 
of A&H Underwriters, International 
Claim Assn., Life Insurance Assn. 
LIAMA, Life Insurers Conference, Life 
Office Management Assn., and Re- 
search Council for Economic Security. 
Commissioners attending were Shee- 
han of Minnesota, Pansing of Nebras- 
ka, Knowlton of New Hamshire, Prya- 
tel of Ohio, Gillooly of West Virginia 
and Navarre of Michigan. 

The outlook at the Cincinnati meet- 
ing was_ constructive throughout. 
Speakers spent no time lamenting the 
demise of the bureau and conference, 
pointing out that these organizations 
had had their day and done their job 
and the time had come for something 
new and better. The feeling was that 
whatever the bureau or conference had 
done could be done a good deal more 
effectively with the larger single asso- 
ciation. In HIAA, the membership of 
the bureau is almost 100% intact and 
by far the great majority of the con- 
ference members also belong. The 
welding of the two staffs into a single 
unit provides that none of the effec- 
tiveness of either of the former organ- 
izations will be lost; and in fact much 
more can be expected through the 
pooling of so much talent. 

Despite the fact that there was little 
more to do in Cincinnati than go 
through the motions of electing and 
installing officers, plus whatever the 
committees were able to accomplish, 
and listening to a number of congrat- 
ulatory speeches, the program was 
well organized, kept on schedule, and 
kept the spirit of looking forward to 
what should and can be done. 
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Committee Heads of 
Health Assn. Named 
at Cincinnati 


Personnel of the nine standing com- 
mittees ef Health Insurance Assn. of 
America were appointed by the direc- 
tors at the first day’s session of the or- 


Mrs. Lee Wilks, 
whose husband is 
with Lincoln Na- 
tional Life; E. L. 
Linthicum of 
Travelers, presi- 
dent of Interna- 
tional Claim Assn., 
and L. L. Phelps 
of North American 
Life of Chicago, 
immediate past 
president of the 
claim association. 


ganization meeting in Cincinnati last 
week, and announcement of the full 
membership of each committee was 
made by President E. J. Faulkner, 
Woodmen Accident & Life. Altogether 
there are 152 persons serving on the 
committees, and there are a number 
of subcommittees, which have the ef- 
fect of putting a very high proportion 
of the membership actively to work 
in the new organization. 

Committees and their chairmen and 
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of the 


HEALTH INSURANCE 
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is designed to better 
serve the Accident & Sickness industry 
of our nation. As it better 
serves the industry it will 
also better serve the 


insurance buying public 
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We are proud and 
happy to be among 
those companies 
who have a part in 
the launching of this 


new association 





Bankers Life 
2322245 Of Nebraska 


Home Office « Lincoln 


vice-chairmen, respectively, are: 

Actuarial and statistical—Thomas H. 
Kirkpatrick, Paul Revere Life, and 
Stanford Miller, Employers Reinsur- 
ance. 

Administrative—Neville Pilling, 
Zurich, and James T. Phillips, 
U.S.F.&G. 

Medical economics—James Powell, 
Provident Life & Accident, and Mort- 
on D. Miller, Equitable Society. 

Group insurance—J. E. Hellgren, 
Lumbermens Mutual Casualty, and. C. 
Manton Eddy, Connecticut General 
Life. 

Individual insurance—J. M. Wick- 
man, Mutual Life of New York, and 
Richard Paddock, Time of Milwaukee. 


Legislative—Berkeley Cox, Atena 
Life, and John Henry, Continental 
Casualty. 


Membership and ethical standards— 
E. A. McCord, Illinois Mutual Casual- 
ty, and Robert L. Maclellan, Provident 
Life & Accident. 

Nominating—H. Ladd Plumley, State 
Mutual Life, and James Crawford, In- 
demnity of North America. 

Public relations—Frank Vander- 
brouk, Monarch Life (elected by the 
membership). Members of the public 
relations committee are given terms 
of three years, starting at this meeting 
with one, two and three year terms. 
Serving for one year are E. W. Craig, 
National Life & Accident; Dutton 
Stahl, Iowa State Traveling Men’s, 
and W. E. Wright, Pioneer Mutual 
Life. For two years, Powell B. Mc- 
Haney, General American Life; 
Charles Phillips, U.S.F.&G., and Travis 
T. Wallace, Great American Reserve. 
For three years, H. Clay Johnson, 
Royal-Liverpool group; Leslie B. 
Hemry, American Mutual Liability, 
and Clarence Myers, New York Life. 








At the public relations committee 
meeting of Health Insurance Assn; 
E. W. Craig, National Life & Accident, 
and Frank Vanderbrouk, Monarch 
Life, committee chairman. 


J. M. Wickman of Mutual Life of 
New York, and Charles D. Scott of 
Great American Reserve of Dallas at 
the Health Insurance Assn. meeting. 
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We Salute the Organization 


of 
The Health Insurance 
Association of America... 


as the culmination of the devoted efforts of 
many leaders in the field of Accident and Sick- 


We are confident that with the foundation of 
the fine achievements of its predecessors, the 
Bureau arid the Conference, it will fulfill its 
aims and become the articulate and effective 
spokesman so needed in the further building 
and development of a great and necessary 
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~ A WINNING TEAM THAT’S GOING PLACES — FAST! 








HERE’S WHY COMBINED 
IS SKYROCKETING 


NEW WHOLESALE GROUP PACKAGE 


Comprehensive Protection: Available for 
groups of five or more employees; covers pre- 
existing conditions: Guaranteed Renewable 
according to Wholesale Group underwriting 
rules; Both Hospitalization - Medical - Surgical 
and Loss of Time plans are available. 


NEW UNIVERSAL NON-CANCELLABLE 
DISABILITY POLICY 


The Income Protector with Built-In satisfaction 
—provides WORLD WIDE PROTECTION and is 
conspicuous for its lack of exclusions! 


NEW ROYAL BANNER HOSPITALIZATION 


Room and board for as many as 1,000 days. 
Incidental expenses up to $300.00. These are 
the primary coverages of the Combined 
Disability Department but in addition, special 
group plans are available. 


—And other disability policies 
with liberal allowances — that 
pay attractive commissions. 


Combined Group of Companies 
W. Clement Stone, President 
Combined Insurance Company of America, Chicago; 
Combined American Insurance Co., Dallas; 
Hearthstone Ins. Co. of Massachusetts, Boston; 
First National Casualty Co., Wisconsin 














COMBINED 


New sales records...new income levels...with the Combined 
Group. Why? Because its team members have something better 
to sell! The Company subscribes to the principles of free 
enterprise and the great American Agency System. 


By every comparison you'll find your success is unlimited with 
Combined. One southeastern volume agency showed a 70% 
increase in 1955. (Many others did almost as well.) These 
are but some of the amazing results that the all-new 
Combined program is producing for agents and agencies. 


General agency contracts, providing liberal commissions with 
the security of vested renewals are available in most states. Rush 
the coupon below for complete details about the Combined 
program. We'll include with our reply, the current issue of 
our digest publication, “Success Unlimited.” 


SEND TODAY FOR YOUR FREE COPY 
OF “SUCCESS UNLIMITED” 


f Combined Insurance Co. of America 
Dept. B, 5316 Sheridan Road, Chicago 40, Illinois 


| Gentlemen: Please send me the current issue of Success 
| Unlimited that contains inspiring stories about successful people. 
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Frederic Peirce of LIAMA: James Hallett of Travelers; Stuart C. Ferris of 
LIAMA, and Fred W. Clark of Lincoln National Life at reception preceding 
Cincinnati meeting of Health Assn. 


William B. Borgel, editor of The 
Accident & Sickness Review, and 
Orville F. Grahame of Massachusetts 
Protective at the Health Insurance 
Assn. meeting. 


John P. Hanna, general counsel of 
Health Assn., with Mr. and Mrs. C. O. 
Pauley. Mr. Pauley is a former con- 
ference managing director and 
recently has been consultant to the 
conference. 


of 
American Life & Casualty with Dr. 
W. H. Scoins of Lincoln National Life 


Robert H. Rydman North 
Mrs. and Mrs. H. Stanley Marma- 
duke of Atlantic Life at Health Assn. 


reception in Cincinnati. 


at the reception preceding Health 


Assn.’s organizational meeting. 


Lee Wilks and 
Charles N. Walker 
of Lincoln Nation- 
al Life with Mrs. 
James R. Williams. 
Mr. Williams is in 
charge of public 
relations for Insti- 
tute of Health In- 
surance and for- 
merly was public 
relations director 
of H&A Under- 
writers Confer- 
ence, 
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John Galloway, 
general agent of 
Provident L.&A. at 
Birmingham, rep- 
resenting Interna- 
tional Assn. of 
A&H Underwrit- 
ers and DITC; Roy 
MacDonald of the 
Health Assn. staff, 
and Ray E. Lari- 
mer of Detroit 
Mutual at the or- 
ganization meeting 
of Health Assn. of 
America. 








L. B. Soper of New York Life; H. P. Skoglund of North American 
Mrs. Burns, and Peter J. Burns of Life & Casualty with Travis Wallace 
New York Life, at the Health Assn. of Great American Reserve and J. M. 
reception in Cincinnati. Wickman of Mutual Life of New York 

at the Health Assn. meeting in 
Cincinnati. 


Armand Som- 
mer of Continental 
Casualty,a 
director of Health 
Assn. with H. 
Lewis Reitz, Great 
Southern Life, 
temporary chair- 
man of Health 
Assn., and chair- 
man of Task Force 
I of Joint Commit- 
tee on Health 
Insurance, and A. 
B. Hvale of Con- 
tinental Casualty. 








Mrs. R. A. McCord; Mrs Watson Powell, whose husband is executive vice 
president of American Republic of Des Moines; Mrs. Fred W. Clark, whos 
husband is assistant vice-president of Lincoln National Life; Louis H. Martis, 
vice-president of the National Underwriter Co., and Robert A. McCord, vice 
president and general counsel of Illinois Mutual Casualty, at Health Insurante 
Assn. meeting in Cincinnati. 
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It was announced after reading the 
roll of members of Health Insurance 
Assn. that these 243 companies consti- 
tute the “initial charter membership.” 
There are about 50 applications still 
peing processed, and a number of these 
companies will become members. Be- 
cause it was not possible to finish proc- 
cessing of their applications by the 
time of the Cincinnati meeting, and ad- 
ditional 60 days has been allotted dur- 
ing which any companies admitted 
will be on the charter membership list. 

The companies belonging to HIAA 
at the time of the organizational meet- 
ing were: 


Aetna Fire 

Aetna Life 

All American Life & Casualty, Park Ridge, Il. 
American Benefit, Minneapolis 

American Casualty 

American Employers 

American Farmers Mutual, Chicago 
American General Life, Houston 
American Guarantee & Liability 
American Hardware Mutual, Minneapolis 
American Health, Baltimore 

American Hospital & Life, San Antonio 
American Income Life, Indianapolis 
American, Newark 

American Life & Casualty, Fargo 
American Manufacturers Mutual, Chicago 
American Motorists 

American Mutual Liability 

American National, Galveston 

American Policyholders 

American Republic, Des Moines 

American United Life, Indianapolis 
Atlantic Life 

Atlas Life, Tulsa 

Bankers Life, Des Moines 

Bankers Life, Lincoln 

Bankers National Life 

Bankers Security Life, New York 

Benefit Association of Railway Employees 
Berkshire Life 

Boston 

British Pacific 

Business Men’s Assurance 

Canada Life 


Capitol Life, Denver 

Carolina Casualty 

Central Assurance, Columbus 

Central Standard Indemnity 

Central States Health & Accident, Omaha 

Century Indemnity 

Colonial Life & Accident, Columbia S.C. 

Columbia Casualty 

Columbian Mutual Life 

Columbian National Life 

Combined American, Dallas 

Combined, Chicago 

Commercial of Newark 

Commercial Travelers Mutual Accident, Utica 

Commonwealth Mutual, Baltimore 

Community Mutual, Philadelphia 

Companion. Life 

Confederation Life 

Connecticut General Life 

Continental Assurance 

Continental Casualty 

Craftsman 

Crown Life, Toronto 

Detroit Mutual 

Eastern Casualty 

Eastern Commercial 
Health, Boston 

Educators Mutual 

Empire State Mutual Life 

Employers Casualty, Dallas 

Employers Fire 

Employers Liability 

Employers Liability, Montreal 


Travelers Accident & 


Employers Mutual Casualty, Des Moines 
Employers Mutual Liability, Wausau 
Employers Reinsurance j 


Equitable Society 

Farmers & Bankers Life 

Federal Life & Casualty 

Federal Life, Chicago 

Federal Mutual Casualty, Milwaukee 

Federated Mutual Implement & Hardware 

Fidelity & Casualty 

Fidelity Life & Income Mutual, Benton Har- 
bor, Mich. 

Fireman’s Fund Indemnity 

Fireman’s Fund 

First National Casualty, Fond du Lac, Wis. 

General Accident 

General American Life 

General Reinsurance 

Girardian, Dallas 

Glens Falls 

Globe Indemnity 

Golden State Mutual Life 





Government Employees Life 

Great American Indemnity 

Great American Reserve 

Great Eastern Mutual Life, Denver 
Great National Life 

Great Southern Life 

Great-West Life 

Group Health Mutual, St. Paul 
Guarantee Mutual Life, Omaha 
Guaranty Union Life 

Guardian Life 

Gulf Life 

Hardware Mutual Casualty, Stevens Point, Wis. 
Hartford Accident 

Hearthstone, Boston 

Home Fire & Marine 

Home Indemnity 

Home Life 

Hoosier Casualty 

Illinois Commercial Men’s Association 
Illinois Mutual Casualty 

Illinois Traveling Men’s Health 
Imperial Life, Toronto 

Indemnity of North America 
Indianapolis Life 

Industrial Life, Quebec 

Inter-Ocean 

Inter-State Assurance, Des Moines 
Interstate Life & Accident 

Iowa State Traveling Men’s Association 
Jefferson National Life 

Kentucky Central Life & Accident 
Liberty Life 

Liberty Mutual 

Life of Virginia 

Lincoln Mutual Life & Casualty, Fargo 
Lincoln National Life 


E. H. Marshall 
of Indemnity of 
North America; 
Edwin W. Erick- 
son of Nationwide 
Mutual, and J. E. 
Hellgren, Lumber- 
mens Mutual Cas- 
ualty, chairman of 
the group commit- 
tee, before the 
committee’s first 
meeting. 

















London & Lancashire Indemnity 
London Guarantee & Accident 
London Life 

Loyal Protective Life 
Lumbermens Mutual Casualty 
Maryland Casualty 
Massachusetts Bonding 
Massachusetts Casualty 
Massachusetts Mutual Life 
Massachusetts Protective 
Metropolitan Casualty 
Metropolitan Life 

Michigan Life 

Midland Mutual Life 

Midland National Life 

Midwest Life, Lincoln 

Ministers Life & Casualty Union 
Minnesota Commercial Men’s Association 
Minnesota Protective 

Monarch Life 

Municipal, Chicago 

Mutual Benefit Health & Accident 
Mutual Benefit Life, Newark 
Mutual Life of New York 
National Accident & Health 
National Casualty 

National Fidelity Life, Kansas City 
National Fire 

National Home Life 

National Life & Accident 
National Life of the Philippines 
National Masonic Provident 
National Surety 

National Travelers 

Nationwide Mutual 

New Amsterdam Casualty 


(CONTINUED ON PAGE 34) 
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AMA Secretary Calls 
for Candid Approach 
to Common Problem 


Dr. George F. Lull, secretary and 
general manager of the 110 year old 
American Medical Assn., addressing 
the organization meeting of Health 
Insurance Assn. at Cincinnati, said the 
A&S insurance business has the closest 
parallel of interest to medicine of any 
other business. Nevertheless, he admit- 
ted, the groups have problems, and 
they must be faced objectively. 

Dr. Lull said in his officia] travels 
throughout the country he has dis- 
cussed with many insurance executives 
what appeared to them to be down- 
right dishonesty or total lack of under- 
standing on the part of doctors in their 
relationships with insurers. “When I 
suggest that the facts of the case be 
referred to the local county medical 
society grievance committee, they 
listen intently and agree that such a 
mechanism can do much to enhance 
the profession’s standing. Further con- 
versation often reveals the attitude, 
however, that while perhaps patients 
should be encouraged to use this serv- 





Bruce Gifford of the staff of Health 
Insurance Assn. with John R. Ward of 
North American Reassurance, who is 
recuperating from a broken leg suf- 
fered during a skiing vacation. 








ice, it could be bad business for the 
insurance company. The argument is 
that the grievance committee may con- 
sider the charges unfounded and de- 
velop a hostile attitude toward the 
company. As long as the insurance in- 
dustry takes this attitude, the problem 
is difficult to solve.” 

The actions of a very small percent- 
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A catastrophic insurance for fam- 
ilies, individuals or groups, cover- 
ing most medical, hospital, nurse 
expenses to $5,000 (less deduct- 
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INSURANCE 


Original, liberal benefit (to $1500 
for accidental injuries) at the origi- 
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$500 to $2,000 medical reimburse- 
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age of unethical and dishonest practi- 
ioners adversely affect the entire pro- 
fession, Dr. Lull observed. Most physi- 
cians are sincere in their desire to dis- 
cipline these unethical practitioners. 
The profession appreciates the danger 
of permitting a member to overcharge 
without danger of censure. 

One case which was brought to the 
attention of AMA headquarters office 
by one of the large underwriters 
brought immediate action through a 
telephone call to the state society. The 
chairman of the grievance committee 
took it upon himself to telephone the 
doctor involved indicating that if res- 
titution was not made by the end of 
the week, charges would be filed by 
and in the name of the society the fol- 
lowing Monday. A complete restitution 
was made promptly. More important, 
is that processed claims in that locality 
since that time have been completely 
in order. 

e * 6 

With the rapid growth of major hos- 
pital and medical expense coverage on 
a deductible basis combined with ele- 
ments of coinsurance, the doctor said, 
it becomes increasingly important that 
the medical profession and the insur- 
ance industry encourage this type of 
coverage and at the same time main- 
tain and utilize appropriate safeguards. 

Insurance companies, Dr. Lull urged, 
should .take advantage of the service 
the medical profession has established 
through its grievance committees. Ap- 
propriate procedures can be worked 
out through the industry medical re- 
lations committee and the doctor’s 
council on medical service to the mu- 
tual benefit of the industry, the public 
and the medical profession. 

Noting that there are and will be 
other problems brought about by social 
and economic changes that demand the 
utmost sincerity and understanding of 
all parties involved, with grievances 
on charges one which is most delicate, 
Dr. Lull pointed out if this problem 
can be solved by utilizing the mechan- 
isms already established, there is no 
reason to believe that the others can- 

(CONTINUED ON PAGE 32) 
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Hospitalization with surgical expense 
Ordinary and Industrial Life 


GOLDEN STATE MUTUAL 
LIFE INSURANCE COMPANY 





R. A. Cavenaugh, secretary-treasur. 
er of Illinois Commercial Men’s Assn, 
and V. J. Skutt, president of Mutual 
Benefit H.&A., attending the reception 
during the Health Insurance Assn. or. 
ganizational meeting at Cincinnati. 


i 


with L. A. Orsini of Health Insurance 


Assn. staff winding up some affairs | 






M. D. Miller of Equitable Society | 


of the group committee of HIAA at; 


the Cincinnati meeting. 





Attending the reception during the 
meeting of Health Insurance Assn. at 


Cincinnati: Christopher F. Lee, Colum. | 
bian National Life; Harry L. Graham, | 








Bankers Life of Iowa, and Stuart C. d 


Ferris, LIAMA. 





Norman O. Houston, President 
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Public Relations 
Aims for A&S Told 
by Vanderbrouk 


CINCINNATI—Frank S. Vander- 
prouk, president of Monarch Life and 
chairman of the 
important public 
relations commit- 
tee of Health Assn. 
of America, out- 
lined some of the 
plans for this ac- 
tivity as they are 
so far developed. 
Until now, he ex- 
plained, there has 
been a limitation 
to the effective- 
ness of any trade 
association PR ac- 
tivity in that no one group could speak 
for the business as a whole. Institute 
of Health Insurance, which is to be 
set up within the framework of In- 
stitute of Life Insurance, will be in a 
position to offer information in be- 
half of the industry, unified in a single 
body. 

A public relations program has to be 
gotten under way immediately, Mr. 
Vanderbrouk said, and it needs “total 
participation” of the industry. The job 
can’t be accomplished by the commit- 
tee or the staff alone. The committee 
can formulate a program and the staff 
can guide it along, he observed, but 
the business itself must have a public 
relations consciousness if success is to 
be expected. 

What the committee plans is not in 
the nature of a “whitewash job,” Mr. 
Vanderbrouk declared. Public rela- 
tions cannot be regarded in any light 
other than the public interest. Within 
the industry it starts with top manage- 
ment, “and no place else.” 

Because of the size of the A&S busi- 
ness, it is important to the economy 
and there is much the public should be 
told. Mr. Vanderbrouk said the public 
relations committee will disseminate 
information on how health insurance 
is sold, what it is, facts about costs, 
coverages, claims, etc. Since a great 
many companies of various types of 
operations are involved, the compen- 
dium of information will have to be 
made up by the staff with material 
supplied by the members, and Mr. 
Vanderbrouk asked for cooperation 
in supplying data. The information de- 
veloped will be given to writers, news- 
papers and others who will have it 
available as source material on the 
A&S business. Further, the committee, 
or Institute of Health Insurance, will 
maintain a flow of news and interpre- 
tive matter to the papers. : 








F. S. Vanderbrouk 





Attending the organization of Health 
Insurance Assn. of America at Cin- 
nati—H. O. Fishback Jr., Northern 
Life of Seattle, and Eugene M. Thore, 
general counsel of Life Insurance Assn. 
of America. 





L. R. Woodard, secretary-treasurer 
of Life Office Management Assn., with 
Spencer R. Keare, president of Feder- 
al Life of Chicago, at the Cincinnati 
meeting of Health Insurance Assn. 





Two commissioners well known in 
the A&S field at the organization of 
Health Insurance’ Assn.: Donald 
Knowlton of New Hampshire and 
Thomas Pansing of Nebraska. 


HIAA Is Answer for 
Security Insurance 
Need, Dorsett Says 


Predicting a bright future for the 
A&S business, J. Dewey Dorsett, gen- 
eral manager of Assn. of Casualty & 
Surety Companies, suggested, at the 
organizational meeting of Health In- 
surance Assn. of America at Cincin- 
nati, that the companies face up to the 
needs of the times, increase public 
relations activities and not talk against 
insurance. 


The people of the nation have trans- 
muted a yearning for security into an 
undeniable determination to attain it, 
he said. More than 100 million. persons 
in the country have some form of vol- 
untary hospital surgical or medical ex- 
pense coverage. There is little doubt 
that the public wants and is deter- 
mined to have more complete security 
insurance than is now readily availa- 
ble. Contemporary experience shows 
that this desire crosses the threshold 
of A&S insurance and it brushes the 
doorsteps of government intervention. 

Mr. Dorsett said it surprises him 
how little the public knows about in- 
surance. 

“IT am unable to think of a single 
problem at least over the past decade, 
that could not have been avoided and 
probably completely stopped if we had 
gone out and told our story to the peo- 
ple before criticism started,” he said. 
“Public relations is a powerful instru- 
ment at any time, when it is properly 
used; but it is most effective when it is 





One of the key men on the staff of 
Health Insurance Assn., Joseph F. 
Follmann Jr., director of information 
and research, at the formation of 
HIAA with E. D. Armantrout, Provi- 
dent Mutual Life. 








employed to prevent misunderstand- 
ing and criticisms, rather than as a 
means of recapturing public confi- 
dence after it has been lost. 

“Proof of this lesson came when a 
comparative handful of companies, 
most of them specialty writers, played 
fast and loose with A&S coverage— 
and shortly all companies in the field 
were smeared with the tar of suspicion 
in the public mind. I can assure you 
that we have always found the press 
as a whole most willing to cooperate 
when we have taken the time to ex- 
plain our problems.” 

He suggested that insurance people 
stop talking against themselves. Too 
often they are their own worst and 
impractical critics, he said—they pro- 
test that the business is pricing itself 
out of certain markets, yet, when the 
facts are shown, they reveal that in- 
creases in insurance rates have lagged 
far behind the average commodity rise. 
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Staff of New Health Assn. Headed 
by Distinguished A&S Authorities 


The executive staff of the new 
Health Insurance Assn., organized at 
Cincinnati, will be comprised of four 
men who have carved out distinguished 
careers of service to the accident and 
sickness insurance business. The vari- 
ety and importance of their accom- 
plishments has won them the respect 


of the entire insurance industry. 

Holding the top staff positions are 
Robert R. Neal, general manager; John 
P. Hanna, general counsel; J. F. Foll- 
man Jr., director of company relations, 
and Roy A. MacDonald, director of in- 
formation and research. 

Mr. Neal, a native of Springfield, 
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Ill., is a graduate of Wabash college 
of Indiana and Northwestern univer- 
sity law school. 

Admitted to the Illinois bar in 1936, 
Mr. Neal practiced law at Chicago for 
two years before entering insurance 
with North American Accident of Chi- 
cago as assistant attorney in the claim 
department. During World War II he 
served in the navy and was released as 
lieutenant commander in 1945. Upon 
his return to North American Accident 
he was appointed counsel and in 1948 
made vice-president. 

Mr. Neal has been a member of sev- 
eral A&S industry committees. He was 
a company representative on the 
Health Insurance Council for several 
years, serving as chairman of its hos- 
pital insurance committee and subse- 
quently its medical liaison committee. 
He is a member of the American Bar 
Assn. and has been active in the A&H 
committee of the insurance section, 
serving as chairman for three years. 

In 1952 Mr. Neal was elected presi- 
dent of H&A Underwriters Conference, 
having served as chairman of the ex- 
ecutive committee the previous year. 
He served on several commitees of the 
conference. 

Mr. Neal in 1954 was named resident 
counsel at Washington for the confer- 
ence and Bureau of A&H Underwriters. 

Mr. Hanna, a graduate of De Pauw 
university of Indiana and Northwest- 
ern university law school, joined the 
conference as attorney in 1947. He was 
made executive director and attorney 
in 1948, associate managing director 
the following year, and managing di- 
rector in 1953. He enlisted in the navy 
as an apprentice seaman in 1941 and 
now is a lieutenant commander in the 
inactive reserve. 

Mr. Hanna’s conference positions 
have required activity in all aspects of 
A&S. He has served on many industry, 
insurance department and public com- 
mittees, including the Joint Committee 
on Health Insurance. He is a member 
of the American, Illinois and Chicago 
Bar Assns. 

Mr. Follmann, who has been gen- 
eral manager of Bureau of A&H Un- 
derwriters, is acknowledged one of 
the country’s top authorities on A&S. 

A native of Philadelphia, Mr. Foll- 
man studied at the Wharton school of 
the University of Pennsylvania, going 
on to graduate work there. He has 
lectured on A&S at that school and 
also at the University of Connecticut, 
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We could tickle it under the chin and say 
“hitchy-koo” but, instead, we'll say 
“Success” to the Health Insurance Asso- 
ciation of America — and its first annual 
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New York university, University 
South Carolina and the S. S. Huebne 
Foundation. 

Starting his insurance career with 
Penn Mutual Life, Mr. Follmann late 
went with the Pennsylvania depart. 
ment and after four years resigned to 
become manager of Bureau of A&H 
Underwriters. He was advanced t 
general manager of the bureau in 1950, 

Mr. Follman has played an active 
part in the drafting of such classic 
A&S insurance regulatory measures as; 
the uniform individual A&S_ policy 
provisions laws, the fair trade practice 
act, the unauthorized insurers service 
of process act, the official guide for the 
filing of forms, and the statement of 
principles. He has a long list of mem. 
berships of industry committees: sec. 
retary of the Joint Committee op 
Health Insurance; chairman of the 
N.A.I.C.-industry group to study can. 
cellable A&S insurance; chairman of 
the New York advisory board on A&H 
insurance and the advisory board of 
agents A&H examinations, New York: 
co-chairman of the all-industry com- 
mittee on unauthorized insurance; and 
member of the all-industry committee, 
the all-industry A&H committee, the 
all-industry social security committee 
as well as Health Insurance Council, 
the A&H Club of New York, and the 
U.S. Chamber of Commerce. 


Popular as a speaker and lecturer 
on A&H subjects, Mr. Follmann also 
is author of many published works on 
the subject including: “Regulation of 
A&S Insurance in the United States;” 
“A Public Relations Program for A&H 
Insurance,” “The Right of Discontin- 
uance of A&H Insurance by the Com- 
pany;” “Current Trends in A&H Insur- 
ance;” “Digest of A&H Insurance Laws 
and Regulations;” “Compendium on 
Risk Selection for A&H Insurance;” 
“Bibliography of A&H Insurance Liter- 
ature;” “Study of Commercial Acci- 
dent Insurance;” “The Status of the 
Uniform Individual A&S Policy Pro- 
visions Law,” and “Dig That Fine 
Print!”. 

Mr. MacDonald was born at Glace 
Bay, Cape Breton, Nova Scotia and is 
an alumnus of Mount Allison univer- 
sity. He served in the Canadian army 
in World War II, both in Canada and 
overseas, starting: as a private and 
reaching the rank of captain. 

Entering insurance as an agent for 
Sun Life of Canada, Mr. MacDonald 


later went with the Great-West Life } 


A&S department. He then joined the 
conference and was made assistant di- 
rector of group and underwriting in 
1950 and director of company rela- 
tions in 1953. 

Mr. MacDonald is a fellow of H&A 
Underwriters Conference Institute, an 
honor conferred in 1949 for his work 
in the underwriting of sub-standard 
risks. It was the first such award to 
be made by HAUCI. In 1951 the Na- 
tional Underwriter Co. published the 
study in book form under the title, 
The Underwriting of Sub-Standard 
A&H Insurance. 

Serving as an instructor in several 
of the disability insurance sales cours- 
es sponsored by International Assn. of 
A&H Underwriters, Mr. MacDonald 
participated in the successful intro- 
duction of the course in 1951 at 
University of Illinois. He since has 
carried out similar assignments at 
Michigan State university, Washington 
university, Purdue university, Ohio 
State university, Alabama university, 
Miami university, University of Texas, 
Tampa university, and other colleges 
and universities throughout the US. 
He 
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Health Assn.’s First President Says Potential 
For Accomplishment ‘Almost Boundless’ 


(CONTINUED FROM PAGE 20) 





grams that lead to better underwriting, 
sounder financial structures, more effi- 
cient distribution or a better informed 
public. Despite differences in terms of 
kind of company and method of oper- 
ation, it has been learned that cooper- 
ation among companies can be pro- 
ductive of great good. Participation in 
these collaborative efforts binds no 
one to act contrary to his own concept 
of the best interests of his company. 
The constitution of the Health Assn. 
specifically guarantees that no mem- 
ber shall be considered individually 
committed by any act of the associa- 
tion or any of its committees, except 
with respect to such matters as may be 
related to the administrative business 
of the association. 

The business has also learned that 
in a highly political society it cannot 
be oblivious to the effect of politically 
inspired legislation or politically influ- 
enced regulation. There was a time 
when government, except for routine 
matters, was remote from A&S insur- 
ance, but this has changed in the last 
quarter century! “The essentiality of 
our business and its growth have in- 
evitably fastened on it a burgeoning 
interest of government at all echelons,” 
Mr. Faulkner said. “Now we realize 
that it is an important responsibility of 
management, serving as trustees for 
the policyholders, to be alert to events 
of a political nature as they may affect 
the welfare, stability and usefulness of 
voluntary insurance. Enlightened man- 
agement now recognizes that it would 
be derelict in the discharge of its re- 
sponsibilities did it not actively and 
aggressively inform legislators and ad- 
ministrators in matters of concern to 
insurance. Equally important is that our 
huge family of policyholders be en- 
couraged to an understanding of the 
effect on their companies for good or 
evil of political proposals.” 

He said if voluntary insurance is to 
be the method of choice for the financ- 
ing of health care costs, including in- 
come losses due to disability, the busi- 
ness must be increasingly concerned 
with every aspect of health. A more 
complete understanding with doctors 


and hospitals, allies in the effort to 
provide the best health care and the 
most adequate financial provision for 
it is needed. Too often minor differ- 
ences have been allowed to obscure 
understanding of the basic unity of 
purpose that ties together the free prac- 
tice of medicine and voluntary insur- 
ance. “Our concerns must go beyond 
simple considerations of policy benefit 
and claim payment to include support 
for the training of adequate profes- 
sional personnel and the provision of 
ample health care facilities. We must 
reinforce the things that we have been 
doing to help in the prevention of di- 
sease as well as assist in discovering 
the causes of disability and determin- 
ing the effective cures. We cannot fail 
in the future to regard as personal and 
intimate problems of the voluntary in- 
surnce business, all matters affecting 
the economics of medical care. 

In all of these areas Health Assn. will 
find opportunities for great usefulness, 
Mr. Faulkner declared: Through a 
single, cohesive, responsible trade as- 
sociation of this kind, the waste of 
time, money and effort resulting from 
duplication and overlapping activity 
can be minimized. “We recognize, of 
course, that the eventual adherence to 
this association and its program by 
those who are not yet convinced that 
it is the best instrument for achieve- 
ment of its announced objectives must 
be earned by a record of superlative 
performance. To that end we will bend 
our every effort, asking only for toler- 
ance and understanding as we go 
about implementing the program we 
are about to undertake.” 

The bureau and the conference, he 
said, have left an indelible impress of 
their contribution to the _ business. 
Without sacrifice of principle there has 
been on all sides a willingness to give 
to the common cause. In addition to the 
bureau and conference, Mr. Faulkner 
praised Joint Committee on Health In- 
surance, now discharged of its respon- 
sibilities, but still having work in pro- 
cess. Most of it will be carried forward 
without interruption by Health Assn. 
The organization meeting can be held 
with the assurance that there will be 








Endorsed by 


companies. 


low rates they pay. 


EDWARD TREVVETT 


Secretary-Treasurer 








Some 7,500 of our quarter-million insured “members” 
themselves engaged in the insurance industry as officials, actu- 
aries, examiners, adjusters, agents and clerks in other leading 


Their recommendation of this Association to their friends and 
clients has also contributed greatly to the growth of this pioneer 
organization in the field of individual accident, sickness and 
hospital & surgical insurance for all preferred risks. 

Since organization in 1883, 
Utica has paid more than $100,000,000 benefits and accumulated 
$10,000,000 reserves for the members’ safety and stability of the 
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General manager 
Robert R. Neal of 
Health Insurance 
Assn. at a meeting 
of the administra- 
tive committee of 
HIAA with Neville | 
Pilling, U.S. man- 
ager of Zurich and 
chairman of the 
committee, and J. 
W. Scherr Jr., ex- 
ecutive vice-presi- 
dent of Inter- 
Ocean, a commit- 
tee member, 








no hiatus in the endeavors heretofore 
carried forward by the bureau, the 
conference and the joint committee. In 
no small way this stems from the 
availability of the highly expert group 
who will constitute the staff of the 
new association. 

The new organization is launched at 
a most propitious moment Mr. Faulkner 


said. The acceptance of voluntary A&S 
as the cornerstone of individual and 
family financial security is moving to 
almost complete universality. In the 
high levels of income, in substantially 
full employment are evidence of the 
ability of prospects to buy voluntary 
insurance. An expanding population 
undergirds the market for tomorrow. 
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A MUTUAL LEGAL RESERVE COMPANY 
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The Protecting Hand 


The Protecting Hand is a dramatic new symbol of the 
role Woodmen Accident and Life Company plays in support- 
A 200-ton sculpture of The Protecting 
Hand graces our new home office building—emblematic of 
our trust and of the security the public can achieve through 
personal insurance with Woodmen Accident and Life. 


Woodmen offers rewarding opportunities for men who 
seek success in personal insurance. 
tion, write L. J. Melby, agency vice president. 


For complete informa- 
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JUST PLAIN HONEST INSURANCE 


Fifty-one Years of Successful Service 
in 
SICKNESS—ACCIDENT—HOSPITAL & 
SURGICAL INSURANCE FOR MEN IN 
PREFERRED OCCUPATIONS 


Our best wishes jor the success 


of the new Health Insurance 






Association of America 


MINNESOTA COMMERCIAL MEN'S ASS'N. 


PAUL CLEMENT, President 
2550 Pillsbury Avenue 






Minneapolis 4, Minn. 

























AND 

MONTHLY PREMIUM ACCIDENT 

AND SICKNESS AND HOSPITALIZATION 
INSURANCE 


DOUBLE YOUR SALES... 


DOUBLE YOUR INCOME 
Sell COMPLETE protection by ADDING 
Life to Monthly Premium Accident and 
Health, Hospitalization and Employee 
Benefit Plans. 


NEW MONTHLY PREMIUM 
Whole Life paid up at 75 (ages 1-60) 20-Year Payment Life (ages 1-55) 


e@ Cash Surrender Values 
@ No Rate Discrimination 
e Automatic Extended Term Insurance 


@ Adequate Limits 
@ No Occupational Restrictions 
@ Brief Non-Medical Application 


A DOUBLE-BARRELED business and income producing PLAN 
FOR YOU with high first year and renewal commissions. 


PLUS a full line of Commercial and Monthly Premium Accident, 
Accident and Health, Hospitalization, Surgical and Employee 
Benefit Plans. 


For information concerning general agencies and territories: Write to John F. Leibig, Vice-President 


Over 50 years 


ere NATIONAL accipent & HEALTH 
INSURANCE OF PHILADELPHIA 


COMPANY 
244 South 8th Street, Philadelphia 7, Pa. 














F. M. Hunter, 
Pilot Life; J. M. 
Wickman, Mutual 
Life of New York, 
chairman of the 
individual insu r- 
ance committee, 
and John G. An- 
gle, Woodmen Ac- 
cident & Life, 
comparing notes 
before the com- 
mittee meeting 
during the Cincin- 
nati convention of 
Health Insurance 
Assn. 





Holger Johnson, president of In- 
stitute of Life Insurance, and James R. 
Williams who has been director of 
public relations of H&A Underwriters 
Conference and now is in charge of 
A&S public relations for Institute of 
Health Insurance. Mr. Williams’ de- 
partment will be a part of Institute 
of Life Insurance. 





J. F. Micek, World of Omaha, and 
Roy MacDonald of the HIAA staff, at 
the organization meeting in Cincinnati 
of Health Insurance Assn. 





Roy R. Anderson, New York Life, 
and Gerald S. Parker, Guardian Life, 
at the reception during the Health In- 
surance Assn. meeting in Cincinnati. 





Calls tor Candid Approach 


to Common Problems 


(CONTINUED FROM PAGE 28) 
not be overcome if they are recognized 
and approached objectively. 

The results of a survey of the atti- 
tudes of physicians with respect to vol- 
untary health insurance were sum- 
marized by Dr. Lull. He explained the 
survey was sanctioned by the council 
on medical service of AMA conducted 
by one of its committees. The so-called 
universe was approximately 15,000 
physicians selected at random, nearly 
8,000 of whom took time to respond to 
a detailed questionnaire. 

Among the conclusions drawn from 
the responses were: 

1. Blue Shield and private insurance 
programs were most frequently men- 
tioned as being available in the areas 
where the respondents practiced. These 
were also listed as most satisfactory to 
them (physicians). 

2. The majority of responding phy- 
sicians believe that health insurance 
should be underwritten by all types of 
agencies on a competitive basis. 

* e e 

3. Over half of the respondents are 
of the opinion that the primary function 
of health insurance is to provide fi- 
nancial assistance. This was gratifying 
Dr. Lull said, since the AMA has long 
maintained the position that these pro- 
grams were mechanisms to aid the re- 
cipients of health care in the financing 
of such care. In other words, health 
insurance helps the insured persons 
meet their own financial responsibili- 
ties rather than being any guarantee of 
either the availability or actual pro- 
vision of such care. 

4. A large majority (over three- 
fourths) of the respondents expressed 
the belief that insured patients should 
pay some portion of medical care cost 
in addition to the premiums for his 
health insurance coverage. He com- 
mented that the last two observations 
indicate that an appreciable number 
of physicians believe that some ele- 
ment of coinsurance is either necessary 
or desirable. That the physicians ap- 
parently subscribe to the coinsurance 
principle is fairly obvious although no 
per cent of risk sharing by the insured 
was established since the term coin- 
surance was not used in the question- 
naire. 

5. Over half of the responding phy- 
sicians were of the opinion that in- 
sured patients assumed their insurance 
payments or allowances would cover 
the entire professional fee. Among the 
reasons listed were: Unclear state- 
ments in the policies; misrepresenta- 
tion by salesmen; or lack of thorough 
understanding of the coverage by the 
patient. Here, he said, it might be ap- 
propriate to express the hope that 


Health Assn. will continue the endeav- | 
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ors to elevate standards which would 
naturally include further improve- 
ments in sales as well as administra- 
tion. 

6. Approximately 20% of the re- 
spondents were of the belief that phy- 
sicians might tend to increase fees 
when treating patients who carried in- 
surance. Some rationalized it as a 
means of promoting the principle of 
coinsurance while others felt that the 
added “paper work” in connection with 
health insurance justifies some ad- 
ditional compensation. 

After Health Assn. overcomes its re- 
organizational “birth pains” perhaps 
it will undertake a study in an effort 
to determine what attitudes the health 
insurance industry entertains with re- 
spect to medical practice, the doctor 
suggested, adding the hope that the 
results of any such survey will be 
made known promptly to the medical 
profession through the proper chan- 
nels. 
































Paul W. Watt, president of Washing- 
ton National, visiting with Leslie F. 
Gray, LaSalle Crittenden Press, Chi- 
cago, at the Health Insurance Assn. 
meeting at Cincinnati. Mr. Watt played 
a prominent role as one of the industry 
group that helped draft the National 
Assn. of Insurance Commissioners 
A&S advertising rules. 


William deV. 
Washburn, Ameri- 
can Health; C. O. 
Pauley, consultant 
to H&A Under- 
writers Confer- 
ence; R. L. Spang- 
ler, Woodmen Ac- 
cident & Life, and 
E. G. Trimble of 
Employers R ein- 
surance, at the 
HIA meeting. 




















Can't Expect Too Much Too Soon from 
New Health Assn., Hogg Cautions 


The new Health Assn. of America 
is off to a start that exceeds early ex- 
pectations, dem- 
onstrating an ap- 
preciation of ex- 
isting problems 
and the responsi- 
bility of the busi- 
ness to do some- 
thing about them, 
Robert L. Hogg, 
vice-chairman of 
Equitable Society, 
said in his address 
at the association’s 
first meeting in 
Cincinnati. Mr. 
Hogg cautioned, however, that the 
auspicious beginning may cause people 
to expect too much accomplishment 
in too little time. “It would be un- 
fortunate to have expectation give way 
to disappointment,” he commented. 

Officers and members of Health 
Assn. have a heavy responsibility amid 
all the optimism, he added, and “in 
justice to the new officers and the 
staff,” some things should be put in 
proper perspective. 

Mr. Hogg said if he were not con- 
nected with the business, he would do 
the usual thing and speak only about 
its virtues. “But...I really think I am 
charged as one connected with the 
business with some self-accusation as 
we want to take the bitter along with 
the sweet.” 

All other segments of the insurance 
business have had their housekeeping 
trouble, he observed. It seems to run 
in cycles. Probably no segment had 
greater difficulties than the industrial 
life business about the time of the 
TNEC investigation. Fire insurance has 
gone through several adjustments in 
an effort to meet criticism of its op- 
erations. The health insurance busi- 
ness, however, is having its criticism 





Robert L. Hogg 










Some of the hosts 
to the Health Assn. 
meeting: Joseph 
W. Scherr of In- 
ter-Ocean; Mrs. 
Scherr; Mrs. Al- 
paugh, and W. G. 
Alpaugh Jr. of In- 
ter-Ocean. 











in an atmosphere no other segment of 
the business has ever experienced. This 
is because the public has so enthusi- 
astically accepted the insurance prin- 
ciple that they expect every hazard to 
be insurable. Up to the present, as new 
hazards have developed, the business 
has been able to cover them. Mr. Hogg 
mentioned workmen’s compensation. 
Although non-occupational accidents 
had long been insurable, the phenom- 
enal growth of workmen’s compensa- 
tion led to full steam ahead for the de- 
velopment of a wide range of personal 
insurance coverages. é 

This was the first big step toward 
creating insurance-mindedness, and it 
stimulated a most extensive range of 
personal coverages. Insurance-minded- 
ness grew also with the increased use 
of the motor vehicle. Liability insur- 
ance went forward with the gasoline 
age, and in recent years, concern for 
another hazard—liability for medical, 
surgical and hospital services—has ap- 
peared. Home care for the sick has 
largely given way to hospitalization. 
Homes today do not have room for ad- 
equate treatment of a sick member of 
the family. More important still, bet- 
ter care for most ailments means hos- 
pital care. Medical costs have risen. 
Surgery is expensive. Even short ill- 
ness may mean financial ruin. Hazards 
of medical care for every stratum of 
society have increased and there is a 
constant demand for insurance protec- 
tion to cover them. 

s * @ 

The business is dealing today with 
health insurance problems at a time 
when the average individual feels that 
he should have coverage against every 
hazard of life, Mr. Hogg emphasized. 
No previous segment of the business 
has had to consider its problems in 
such an atmosphere of demand for 
protection. 

The A&S business can give and has 
given something in the way of cover- 
age for almost any amount of consid- 
eration, Mr. Hogg said. Through lim- 
itations on benefits and restrictions 
on coverage, some kind of a contract 
can be provided for whatever amount 

the applicant desires to pay. The need 


for flexibility and variety, and the 
speed with which it occurred, has led 
to a tendency to put together most 
anything that can be sold, rather than 
a service which the public should buy. 
“Much dirt has been tracked in in this 
process of just putting something to- 
gether that looked well, sounded good 
and was easy to sell. As we all know, 
we find not only inferior products of’ 
questionable social value, but we en- 
counter as well methods that lack eth- 
ics. The quick buck rather than the 
available service easily becomes the 
objective. This hurts all the insurance 
business. For the first time the busi- 
ness is now going to be in a position 
to deal aggressively in situations like 
these.” 
e . . 

While the health insurance business 
has to face its problems at a time 
when the public has an exaggerated 
idea of practical coverages, Mr. Hogg 
said another factor even more impor- 
tant is the lack of effective institution- 
al viewpoint on important issues. Until 
recently, the place of a trade associa- 
tion in the health insurance field was 
largely functional. The real problems 
in the early days were concerned with 
such things as policy forms, policy 
provisions, and the like. Many seg- 
ments of the business commenced for 
the first time to write health insurance 
as an addition to some other estab- 
lished line. The life companies started 
their A&S operations this way. Health 
insurance institutional interests have 
had no home of their own, they have 
been a sort of adjunct to something 
else. When faced with the problems of 
institutional importance, responsibility 
for prompt fixing of viewpoints was 
impossible. Divergences in the method 
of writing the business nearly always 
resulted in multiple viewpoints at crit- 
ical times. On many occasions it has 
been more important to have a prompt 
institutional position even at the ex- 
pense of the possibility that the wis- 
dom of the position be open to ques- 
tion. From this time on the business 
should be in a position to act prompt- 
ly. “The time of the single expression 
followed by six Me too’s is to disap- 
pear. Let us eliminate the confusion 
of voices.” 

When talking about difficulties, 


(CONTINUED ON PAGE 36) 
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to the new Health Insurance Association 
of America. 
We are proud to be a part of it... 
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in the development of 


its broad, sound objectives. 
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ation of America on its organization as a unified | 
Accident and Health Trade Association, dedi- 
cated to assisting the Insurance Industry provide 


Congratulations to The Health Insurance Associ- 
| 








adequate coverage to meet the needs of the 
American Public. 





In this spirit, we're meeting the public need by 


offering a brand-new line of Guaranteed Renew- i 
able Accident and Sickness Policies. | 


1] | Our 70 years of experience—plus a produc- 


tion-minded Home Office Staff—equals the nec- 
essary combination to insure client satisfaction. 


EMPIRE STATE MUTUAL. LIFE 
INSURANCE COMPANY | 
Jamestown, N. Y. 


Morgan O. Doolittle, 
President 


Douglas S. Felt, 
Director of Agencies 














COX HEADS COMMITTEE 


State Legislative 
Chairmen Named 
at HIA Meet 


State chairmen of the legislative 

committee of Health Insurance Assn. 
of America have been appwinted by 
Berkeley Cox of Aetna Life, com- 
mittee chairman, at the organizational 
meeting in Cincinnati. 
The chairmen are R. W. Gilbert, vice- 
president, group of Protective Life, 
Alabama; H. O. Fishback, vice-presi- 
dent of Northern Life, Alaska, Idaho, 
Montana and Washington; Watson 
Powell, president of American Re- 
public, Arizona; John Gilmore, attor- 
ney of Business Men’s Assurance, Ar- 
kansas; Francis V. Keesling Jr., 1st 
vice-president and general counsel of 
West Coast Life, California; Williard J. 
Karcher of Security Life & Accident, 
Colorado; James B. Hallett, attorney 
of Travelers, Connecticut; Ward 
Bloomer, assistant secretary of In- 
demnity of North America, Delaware 
and Pennsylvania. 





Also, Thomas O. Ward, assistant 
vice-president of Gulf Life, Florida; 
James E. Powell, vice-president of 
Provident Life & Accident, Georgia; 
Ralph Jones, executive representative 
of Continental Casualty, Illinois; Al- 
len C. Steere, general counsel of 
Lincoln National Life, Indiana; Barry 
L. Oakes, associate counsel of Bankers 
Life, Iowa; R. L. Burns, president of 
Farmers & Bankers Life, Kansas; E. 
H. Speckman, president of Kentucky 
Central L.&A., Kentucky; G. Frank 
Purvis Jr., vice-president and associ- 
ate general counsel of Pan-American 
Life, Louisiana; Alfred W. Perkins, 
vice-president of Union Mutual Life, 
Maine; Arnold Cole, manager of the 
A&S department of Maryland Casualty, 
Maryland; Orville F. Grahame, vice- 
president and general counsel of Paul 
Revere Life, Massachusetts; John Pan- 
chuk secretary and general counsel of 
Federal Life & Casualty, Michigan; 
Robert H. Rydman, general counsel of 
North American Life & Casualty, Min- 
nesota. 


Also, Dudley Porter Jr., general 
counsel of Provident Life & Accident, 
Mississippi; Frank P. Aschemeyer, 
vice-president and general counsel of 
General American Life, Missouri; Gale 
Davis, vice-president of Mutual Bene- 
fit H.&A., Nebraska; Raymond L. Ellis, 
vice-president of Firemans Fund In- 
demnity, Nevada; Edmund A. Smith, 
superintendent of the A&S department 
of Peerless, New Hampshire; William 
Wollny, 2nd vice-president of Com- 
mercial of Newark, New Jersey: Mar- 
shall Pratt, assistant vice-president of 
Security Life & Accident, New Mexico; 
Haughton Bell, vice-president and gen- 
eral counsel of Mutual Life of New 
York, New York; Walter B. Clark, 
vice-president of Carolina Casualty, 
North Carolina; A. H. Sym, assistant 
agency vice-president of Provident 
Life, North Dakota; Bart Arnold, at- 
torney of Midland Mutual Life, Ohio. 

Also, Johnson D. Hill Jr., executive 
vice-president of Atlas Life, Oklahoma; 
Ray G. Scofield, assistant superintend- 
entent of agencies of Standard, Oregon; 
Clinton A. Reynolds, assistant counsel 
of Paul Revere Life, Rhode Island; J. 
Clifton Judy, vice-president and treas- 


urer of Colonial Life & Accident, South 
Carolina; Alan Austin, secretary and 
~ general counsel of Midland National 
Life, South Dakota; Douglas Henry, 
vice-president and general counsel of 
National Life & Accident, Tennessee; 
Robert Dillard, general counsel of 
Southland Life, Texas; Thomas F. Daly 
II, agency vice-president of Capito 
Life, Utah; C. P. Mason, vice-president 
of Vermont Accident, Vermont; Wil- 
liam R. Shands, vice-president and 
general counsel of Life of Virginia, 
Virginia; J. W. Scherr Jr., executive 
vice-president of Inter-Ocean, West 
Virginia; S. L. Horman, vice-president, 
of Time Ins. Co., Wisconsin; and J. N. 
Ackerman, general counsel of Bankers 
Life of Nebraska, Wyoming. 





List Charter 
Members of 
Health Assn. 
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Newark 

New England Mutual Life 

New York Life 

North American Accident 

North American Casualty & Surety Reinsur- 

ance 

North American Life & Casualty 
North American Life 

North American Reassurance 
North Central Life, St. Paul 
Northern Life, Seattle 
Northwestern Life 

Ocean Accident 

Ohio State Life 

Old Colony 

Old Line Life 

Old Republic Life, Chicago 
Order of Railway Employees 
Pan-American Life 

Paul Revere Life 

Peerless 

Phoenix of London 
Physicians Casualty, Omaha 
Pilot Life 

Pioneer Mutual Casualty, Columbus 
Pioneer Mutual Life, Fargo 
Postal Life & Casualty 
Potomac 

Poulsen, Chicago 

Preferred Life, Dallas 
Progressive Life 

Protective Life, Birmingham 
Provident Life & Accident 
Provident Life, Bismarck 
Provident Mutual Life 

Queen 

Republic National Life 

Royal Indemnity 

Rio Grande National Life 

St. Paul Hospital & Casualty 
Saint Paul-Mercury Indemnity 
Secured, Indianapolis 
Security Life & Accident 
Security Mutual Life, Binghamton 
Security Mutual Life, Lincoln 
Southland Life 

Southwest Indemnity & Life 
Standard Accident 

Standard, Portland, Ore. 
Standard of New York 

State Automobile, Des Moines 
State Mutual Life, Mass. 

Sun 

Sun Life of Canada 

Teachers Protective Mutual Life 
Time, Milwaukee 
Transcontinental 
Transportation 

Travelers Health, 

Travelers 

Union Labor Life 

Union Mutual Life 

United Benefit Life 

United, Chicago 

United Life & Accident 
United Pacific 

United States Casualty 
U.S.F.&G. 

United States Life 

Utica Mutual 

Vermont Accident 

Victory Mutual Life, Chicago 
Washington National 

West Coast Life 
Western Casualty 
Western Life, Hamilton, Canada 
Wisconsin National Life 
Woodmen Accident & Life 
World Fire & Marine 
World, Omaha 
Zurich’ 
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Neal Delineates F unction of New Health Assn. 


(CONTINUED FROM PAGE 21) 





gram of service in the general legisla- 
tive area which will include review 
and reporting of legislation, both state 
and federal; development and furnish- 
ing of information that may be used to 
oppose ill-advised legislation; prepara- 
tion and sponsorship of model legisla- 
tion; preparation and appearance be- 
fore legislative and other state and 
local governmental bodies on matters 
of interest to A&S insurance; repre- 
sentation before and liaison with Na- 
tional Assn. of Insurance Commission- 
ers; consultation with individual in- 
surance departments on proposed laws 
and rulings, and interpretations of 
laws and policy approval matters, and 
liaison and representation before fed- 
eral government agencies on questions 
affecting A&S insurance. 

The association staff responsibility 
for the legal and legislative area will 
rest with John P. Hanna as general 
counsel. Associated with him will be 
John McAlevey, F. Joseph O’Regan 
and. Paul Quinn. As special counsel for 
consultation and assistance in certain 
specialized fields, the legal department 
will have the services of C. C. Fraizer. 


Another primary function of the as- 
sociation, Mr. Neal said, will be educa- 
tional programs and projects for inter- 
and intra-company use. In order to 
keep companies abreast of changing 
conditions, to bring into focus their 
probable effect on the business, to 
furnish a forum for an exchange of 
ideas, and to provide programs of ed- 
ucation for home office personnel in 
specialized fields, the company rela- 
tons division of the association and the 
information and research division will 
collaborate on an active program. 

Among the services to be developed 
for member companies in this area 
will be: 

1. Forums and seminars for ex- 
change of information and develop- 
ments on underwriting and marketing 
practices. 

2. Educational programs for home 
office employes. 

3. Staff consultation and visitation 
with member companies. 

4. Reporting the thinking, attitudes, 
developments and activities in the 
medical, hospital, labor and employer 


| fields which affect present underwrit- 


ing and marketing practices of health 
insurance. 

The staff responsibility for these 
important functions is not completely 
divisible on a departmental basis, Mr. 


Neal noted and, therefore, will be car- 
ried out by both the division of com- 
pany relations under the leadership 
of Roy MacDonald, who will have 
senior staff responsibility for that di- 
vision, and the division of information 
and research which will be headed by 
Joseph F. Follmann Jr. Associated 
with them will be L. A. Orsini, David 
Robbins, Bruce Gifford, F. T. Crawley 
and Catherine Nachel. In both divis- 
ions, additional personnel will be re- 
cruited as quickly as possible. 

In information and research under 
Mr. Follmann, there will be established 
a strong division to adequately service 
the A&S business and to make avail- 
able sound evaluations of insurance 
company activities and of the horizons 
beyond. 

Mr. Neal said it is hoped that 
through this division the association 
can continue the mission of Task Force 
III of the Joint Committee on Health 
Insurance of exploring ways by which 
the service of A&S insurance to the 
public can be improved. In essence, 
this department will make firm studies 
of where the business is now and point 
up areas where it would be well to 
consider improvement. 

e e @ 

This department, for example, will 
make studies in such areas as insuring 
the older ages, underwriting impaired 
risks, and medical economics as it re- 
lates to health insurance and the fi- 
nancing of the cost of medical care. 

Association relationship with doc- 
tors, hospitals and other health pro- 
fessionals will fall within the scope of 
the information and research division. 
This will include the association’s 
work as a cooperating member of 
Health Insurance Council should it be 
decided to retain the council in sub- 
stantially its present form. However, 
Mr. Neal remarked the association 
“will remain prepared to assume the 
entire function of the Health Insur- 
ance Council should the trade and pro- 
fessional associations which have pre- 
viously supported the council decide 
to retire from such activity as recom- 
mended by Task Force I.” 

Task Force I, in its report to the 
Joint Committee on Health Insurance, 
recommended that a public relations 
mechanism be developed that could 
interpret the business to the public 
and interpret the public to the busi- 
ness. Such an instrumentality is under 
development and while it will be an 
integral part of the new association, 
Mr. Neal said, it will be set apart to 
insure its freedom of action, first in 
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bringing the message of A&S insur- 
ance to specialized groups such as the 
medical profession and hospital ad- 
ministration, and later the public in 
general. By arrangement with the In- 
stitute of Life Insurance, the Health 
Insurance Institute will have at its 
helm Holgar Johnson as it develops a 
public relations program devoted to 
A&S insurance. James R. Williams, 
formerly with the conference, and 
Robert Waldron and Scott Cunning- 
ham, formerly with the bureau, will 
be members of the Health Insurance 
Institute staff. 

The responsibility for determining 
policy and approval of all projects and 
plans, including budgets for programs, 
rests with the directors of Health Assn. 
through the public relations committee. 

There will be three offices of Health 
Assn.—Washington, New York, and 
Chicago. Mr. Hanna, the general 
counsel, will be in Chicago, but he 
will have assistants in New York City. 
The director of information and re- 
search, Mr. Follmann, will function 
from New York, as will the Health 
Insurance Institute. The director of 


Mrs. Scoins and 
Dr. W. H. Scoins of 
Lincoln National 
Life, and Mrs. 
Wilks and Lee 
Wilks of Lincoln 
National at Health 
Assn. meeting. 





Attending the reception prior to the 
organization meeting of Health Insur- 
ance Assn.: William J. Walsh, general 
counsel of Consumers Credit Insurance 








Assn., and Robert B. Savage of 
Wisconsin National Life. 
company relations, Mr. MacDonald, 


will function from Chicago. Mr. Neal 
said he will be in Washington for the 
present, but as a practical matter will 
divide his time between the three of- 
fices for some time. 




















| Coming Frents 


The second annual HIAA meeting will be 
held next year. Insurance leaders will dis- 
cuss the very successful first year of the or- 
ganization and the part it played (and will 

| 
continue to play) in developing more and | 


better Accident and Health coverage. 


FEDERAL LIFE INSURANCE COMPANY 
Chicago, Ill. 
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Hogg Describes Objectives of HIA 


(CONTINUED FROM PAGE 33) 





complaints and trouble, Mr. Hogg re- 
marked it is easy to over-emphasize 
them. One of the yardsticks of trouble 
for any business is the frequency of 
its appearance in the courts. “We need 
not fear the figures. I think everyone 
feels that litigation in the life insur- 
ance field is at a minimum. So let us 
use that branch of the business as a 
measuring rod. The monthly Legal 
Bulletin of American Life Convention 


summarizes every reported opinion re- 
lating to both A&S and life insurance. 
In 1935 there were 1,313 reported cases 
of which 491 involved A&S. This was 
37% of the total. In 1955 there were 
only 301 reported cases, of which only 
94 involved A&S or 31%. These figures 
are significant, he said, “because they 
show that all litigation in these areas 
has declined materially; it declined in 
spite of a tremendous increase in bene- 


fit obligations, and in the A&S field, 
while litigation was cut in half, bene- 
fits obligations from 1948 to 1954 
quadrupled. 

The objectives of Health Assn. will 
be both corrective and creative, Mr. 
Hogg commented, pointing out that it 
is just good business judgment to pur- 
sue the corrective even if it is con- 
ceded the areas for correction are 
small. At the same time, there is a 
greater responsibility to be creative. 
Training of agents will have a promin- 
ent part in a creative program. A&S 





























BB & 














ACCORDING TO THE FEDERAL SECURITY AGENCY of the United States, Depart- 
ment of Commerce, four out of five business and industrial organizations employ between 10 and 
25 people. These employers are your prospects for Employee Life Insurance—a tremendous market 








which is, as yet, virtually untapped. 


Don’t neglect the life insurance potential existing right in your own community. Employee 
Life Insurance has an appeal to employers and employees alike that will help you make sales. 


—plus the fact that you open up an even greater market for the sale of additional group cover- 
age when you sell Employee Life Insurance. Concerns having 10 to 24 employees are prospects not 
only for life insurance protection but for such coverages as accidental death and dismemberment, 
accident and sickness and hospital-surgical insurance. This coverage can be sold along with 


Employee Life Insurance. 


TREMENDOUS By-PRODUCTS MARKET—The agent who sells Employee Insurance 
need no longer want for prospects for individual life and accident and health coverages. 
The sale of an Employee Life case gives you a ready-made list of prospects for all forms 
of individual insurance. Thus a tremendous “‘by-products’’ market is created for you. 
You have awaiting you the best prospects obtainable—your own policyowners. 
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WASHINGTON NATIONAL INSURANCE COMPANY ¢ EVANSTON, ILLINOIS 


I wart, 1 bnew mew... about selling Washington 


National Employee Life Insurance and the marvelous 
opportunity it presents in increased earnings for me 


CJ Send further details immediately. 


insurance has just reached that point 
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in its growth where needs and specifi 
coverages are becoming complex. The 
need to be understood and proper; 
sold to meet desired purposes. It is th 
responsibility of the business to se 
that agents are trained to meet they 
needs, to become career underwriters 

He observed that the business ha 
to be creative in order to go as far a 
possible to meet the idea that every 
personal hazard may be covered by in. 
surance. Failing a satisfactory answe 
to this idea stimulates pressure fq 
government action. There must 
public appreciation, however, of th 
differences between health and othe 
lines of insurance coverage. Whik 
every personal hazard may not bh 
covered, Mr. Hogg said for a numbe 
of reasons, it should not be admitte 
that A&S coverages can not be furthe 
extended. The business is makin 
progress in closing the gap. When the 
boundary is put on insurance opera. 
tions it is an admission that everythin 
beyond must be either charity or sub. 
sidy. Advocates of government entry 
into the health insurance field pitch 
their arguments upon the premise that 
private insurance is not adequately 
covering insurable hazards. This may 
be partially true, but the issue of what 
is an insurable hazard must be clearly 
defined. As soon as the business has 
extended its coverage to the maximum 
within sound insurance principles, the 
issue then changes. It then becomes a 
question as to whether the government 
should extend charity, and not whether 
it should enter the insurance business, 

Mr. Hogg noted that Health Assn, 
will have strong allies in the solution 
of its institutional problems. 

Every segment of the business has 
a stake in the kind of a job that is 
done; their moral support is valuable, 
The trade press, he said, is a tremen- 
dous influence. “We will have to doa 
lot of talking to ourselves. ‘The trade 
press is the ideal forum. It will render 
a real service to the business and to the 
public in publicizing our objective’. 
The insurance commissioners will con- 
tinue to be in the picture. They occupy 
a unique position in that they know 
the business and, at the same time, 
have their hands on the public pulse. 


The assistance which they have 
rendered in advertising is a case in 
point. 


There is still another area where 
Health Assn. can be creative, Mr. Hogg 
declared—the attitude of the public 
toward the business. Criticism may be 
classified as that arising from fauly 
operations and that arising from 4 
lack of understanding of a complex 
business. The business and its allies 
can and will deal with the criticisms 
arising from faulty or improper opera- 
tions. 








Director Thomas Pansing of Nebras- 
ka and Commissioner Joseph Navart 
of Michigan between sessions 
Health Insurance Assn.’s meeting i 
Cincinnati. 
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Southern ‘Ad’ Men 


Meet at Birmingham 
(CONTINUED FROM PAGE 3) 

K. Rickenbaker Jr., Life of Georgia, 
showed the door-opener baby bottle 
which Life of Georgia is using very 
successfully. Holland V. _ Shields, 
International Life of Texas, displayed 
the advertisements used whenever a 
new agency is established, and those 
directed to policyholders. William 
Sexton described his company’s results 
from sending an annual statement 
report to policyholders for the first 
time. 

Joseph M. Locke, Gulf, reported for 
the resolutions committee and William 
Sexton, Great Southern, nominating. 
As president of LAA, Mr. Richardson 
urged attendance at the annual 
meeting in New Orleans. He revealed 
the names of some of those who are to 
speak at the annual LAA meeting 
next September. Russell L. Blanchard, 
Paul Revere, is program chairman. 
The theme will be “Guideposts to 
Greater Influence.” 

Bruce Palmer, president Mutual 
Benefit, will be the kick off speaker. 
Others who will be heard are J. M. 
Bryan, vice-president Jefferson Stand- 
ard; John Fox, president Minute Maid 
Corp.: John Scott, foreign correspond- 
ent Time Magazine, and J. M. Powell, 
vice-president Provident Life & 
Accident. 





Names Robinson, Jordan 


Continental Assurance has appointed 
Wendell C. Robinson assistant super- 
intendent of agencies and Thomas L. 
Jordan agency assistant in the mid- 
western department. 

Mr. Robinson, in insurance as a per- 
sonal producer and unit manager since 


1948, formerly was with Connecticut 
Mutual at Des Moines. Mr. Jordan was 
transferred from the company’s re- 
tirement and special plans department. 
He is a CLU and graduate of the Pur- 
due course. 


NALC Annual April 30 
and May | in Dallas 


National Assn. of Life Companies 
will hold its annual convention April 
30-May 1 at Hotel Adolphus in Dallas. 

Speakers will include Clifford Mac- 
Donald, International Fidelity Life, 
Dallas, president of International Assn. 
of A&H Underwriters, and Travis 
Wallace, president of Great American 
Reserve, on A&S problems; Paul Miller 
of Employers Re on reinsurance prob- 
lems; J. J. O’Connell, Washington, D.C. 
former Treasury Department counsel, 
and Robert Ash, Washington, D.C. tax 
attorney, on life insurance taxation; 
Charles Bales, National Old Line, At- 
lanta, president of American Assn. of 
Life Underwriters, and W. L. Baldwin, 
management consultant, Denver, on 
agency problems, and a forum on spe- 
cial policies. 

President Pierce P. Brooks, chair- 
man of National Bankers Life, will 
give a reception and Dallas and Fort 
Worth members will give a dinner the 
night of April 30. Talks will be heard 
during the day. 

Business sessions and a board meet- 
ing will take place May 1. 


Wisconsin Round Table 
to Hold Annual Meeting 


Wisconsin Life Leaders Round Table 
will hold its annual meeting in Mil- 
waukee May 4. Speakers will include 
H. P. Gravengaard, vice-president of 
the National Underwriter Co., who 
will speak on “Ideas That Sell Busi- 
ness Insurance”; and Richard Greene, 
Milwaukee lawyer, who will discuss 
“Stock Valuation in Closely Held Cor- 
porations.” 























ILLINOIS MUTUAL CASUALTY COMPANY'S 


NON-CANCELLABLE 

OUR POLICIES AND Desirable Agency 
Loss of Time Openings Avail- 
Accident and GUARANTEED RENEWABLE =| oble inthe 
Sickness Following: 

sound TO AGE 65 ACCIDENT AND |"... 
Hospital Medical SICKNESS POLICY IMinois 

id Surgical a Indiana 
‘yuna provides lowa 
Non-Cancellable the MODERN Way to protect pe ras 
and Guaranteed against loss of income when prs 
Renewable to Age ae 
65 Accident and ABILITY TO EARN a 
Sickness is abruptly stopped by Disabil- Pin ei 

° ity from Accident or Sickness Ohio 
pia WITH THIS POLICY Wisconsin 
Cancerand Specific | 1- The insured alone can effect iii dienes 
Disease Expense its cancellation to make Illinois 
Fy 2. It cannot be re-underwrit- Mutual Your 
Franchise Group ten Company for Your 
and Key-man 5 Accident and Sick- 
Loss of time Plans 3. Waivers cannot be added ness Business? 
4. Rates cannot be increased 


The tax free indemnities provided in these policies help to keep income and expenses in 
balance when accident or sickness disability strikes. 


We wiil welcome your inquiry concerning Direct Contract and Brokerage Arrangements. 





We \CLANOAS MuTUR ea 
411 Liberty, CASVALTY COMPARN oe 
Peoria, Iilinols WOW ASSESSABLE Vice-President 


“Dependable Accident, Sickness, and Hospital Insurance since 1910." 

















Nominate Albritton for 
MDRT Executive Committee 


(CONTINUED FROM PAGE 2) 

1948, Mr. Albritton made his life mem- 
bership in 1950 and has qualified every 
year since his original membership. 
He is a past president and now na- 
tional committeeman of the Santa 
Monica Bay Area Assn. of Life Under- 
writers. He is a former director of the 
Los Angeles CLU chapter, served in 
1955 as chairman of the U.C.L.A. 
School of Business Estate Planners 
Day; served as lecturer in life insur- 
ance at the school 1949-52, and was 
elected president of the Los Angeles 
Life Insurance & Trust Council last 
year. He is president of the Westwood 
Village Kiwanis Club, served as pres- 
ident of the Westwood Village Junior 
Chamber of Commerce in 1949, and 
has been a member of the Board of 
Managers of the West Los Angeles 
YMCA since 1942. 

Mr. Albritton started in life insur- 
ance in his father’s agency of Provi- 
dent Mutual at Chicago in 1935, fol- 
lowing graduation from Northwestern 
university. He joined the Minnesota 
Mutual home office in 1937 as field 


training supervisor and went to Los 
Angeles for that company in 1939. He 
has been an agent for Provident Mu- 
tual in Westwood Village, suburb of 
Los Angeles, since 1940. He received 
his M.B.A. degree from the Wharton 
School of University of Pennsylvania 
in 1937. 

Serving on the nominating commit- 
tee with Mr. Byrnes are G. Nolan 
Bearden, New England Life, Beverly 
Hills, Cal., past chairman of the Round 
Table; Nathan H. Burgheim, North- 
western Mutual, St. Louis; Clayton 
Mammel, Farmers & Bankers Life, 
Wichita, and Mr. Priebe. 


Mich. City Quits Blue Cross 


One of the first governmental units 
to transfer its hospitalization coverage 
from Blue Cross, recently target of 
much public criticism in Michigan, is 
the city of Allegan. The council dur- 
ing the past week adopted a new pro- 
gram with the Great-West Life, which 
had the lowest of four bids. 

The package plan adopted includes 
a $1,000 life, $1,000 accident and $25 
weekly disability policy, in addition to 
hospital and medical payments. The 
city pays for the employe’s premium 
and the employe for his dependents. 








TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 


—Lower rates 


—New Policy Plans 


—Low cost protection 





EVERYONE'S 


—Greater Opportunities 


Licensed in: Alabama, Alaska, Ari 
Colorado, Delaware, District of Columbia, Florida, Georgia, 
Hawaii, Idaho, Indiana, Kansas, Louisiana, Maine, Maryland, 

Minnesota, Mississippi, Missouri, Nevada, New 
Jersey, New Mexico, North Dakota, Ohio, Oregon, Pennsyl- 
vania, Puerto Rico, South Carolina, Tennessee, Texas, Utah, 
Vermont, Washington, Wyoming, and now in NORTH 
CAROLINA, the 33rd state. 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 
POLICY OWNERS — ABOUT CROWN LIFE’S 


—Understandable policies 
—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


» Ark , California, 
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WANT ADS 


Rates—$20 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit—40 words per 
inch. Deadline 5 P. M. Friday in Chicago office—175 W. Jackson Blvd. Individuals placing ads are requested 
to make payment in advance. 

THE NATIONAL UNDERWRITER—LIFE EDITION 


VICE PRES. A & H SALES 


Why Freeze in Winter— 
Roast in Summer? 
Why not work in Hawaii where Springtime is Year- 
Round and cost of living comparable with where you 

















are? AND—THE PAY’S GOOD TOO! 


Young, Aggressive, financially solid company offers finest opportunity of a decade to top grade ambitious 
hard-hitting man to take full charge of promoting A & H in finest territory in the U. S. Must be 30 to 45, 
experienced with solid record of achievement. Must be capable of organizing, training, supervising sales- 
manpower. DON'T ANSWER unless you include complete personality and experience background in first 
letter. Personal photo appreciated. Write at once in confidence to The National Underwriter Co., Box M-2, 
175 W. Jackson Blvd., Chicago 4, Ill. 


‘Golden Rule Marble’ Proves 


Effect Promoter of Business 
Milton Weintraub, manager of 

dential at Pittsburgh, is making goo 

use of the golden rule marble, a plastiy 


golden rule marble tied right in with 
the Weintraub agency’s promotion 
plans because when Mr. Weintrau} 
was appointed manager two years ago 
he adopted the slogan, “Put the golde) 
rule on a paying basis.” 





——.. 





— 











Surveying the Country for a 
HOME OFFICE SALES DIRECTOR 
DIRECTOR OF SALES ee 


Stock Insurance Company, Middle Atlantic State now developing Life 
Agency Program. Licensed in eight states. Offer lifetime opportunity with 
assured future for experienced, capable Director with record of accom- 
plishment. It is in no sense a “desk job”. Position requires building sales 


Middle west company now operating in 
two states—and will enter other states. 
Company is well established and has over 


organization in states now licensed and in states in which we expect to be $21 million of ordinary life in force. Ample 
licensed, by selecting General Agents for each state and assisting in capital and surplus to write multiple lines. 
recruiting agents. Must expect to travel in field major portion of time The man must be between 30 and 48 years 
until agencies are established. of age—willing to travel—proven personal 
The man we seek must be able to meet with experienced top-agency producer—with successful employing and 
people on terms of mutual respeet and confidence . . . persuade them of training record. Company's present agency 
our unusual contract and service . . . negotiate and close contracts. (And force can be expanded rapidly with our 3 
the emphasis is on the word “close”.) highly specialized contracts and other line 
In short, a man of integrity, magnetic personality, with all-around of standard policies. Compensation open 
knowledge of selling Life, Accident and Health Insurance . .. and a bred- on salary and bonus basis. Correspondence 
in-the-bone salesman. Such a man will find a wide open opportunity to confidential. Give complete details. Our 
exercise his talents as well as a good salary and liberal benefits. cunbmeens: tae atthe uh tele te ten 
Qualifications—Character must be unquestioned; between age 35 and L-74, c/o The National Underwriter Co., 
45; exceptional qualities of leadership; outstanding record of accomplish- 175 W. Jackson Blvd., Chicago 4, Illinois. 


ment in building a commission sales organization of regional scope in the 


GROUP INSURANCE 
SALES REPRESENTATIVES 
(SALARIED) 


If you would like all the challenge and un. 
limited opportunity of a sales career with. 
out the usual uncertainty about income and 
the long, odd hours. ... 





If an important and responsible future with 
one of the largest and fastest growing Life 
Insurance Cos, in the U.S. interests you..., 


OCCIDENTAL LIFE INSURANCE CO, 
OF CALIFORNIA 


is now selecting young men, ages 22-32, for 
training leading to Sales Management in 
the Group Insurance Field. 


Address inquiries to: 
PERSONNEL DEPARTMENT 
1151 S. Broadway, Los Angeles 54 








Large eastern company agency supervisor, 
with 7// years experience recruiting, hiring, 
and training agents, now interested in 
agency management or general agency 
with a better than average life insurance 
company who is interested in building in 
the Southwest, preferably in Arkansas. My 
training has been in personal production 
and building organization. Send details to 
Box M-1I5, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill, 











ATTENTION: LIFE COMPANIES 
General Agency or Managership desired in 
Florida or far West. Twenty years experience in 
selling and managing both in Life Insurance 
and Accident and Health. L.1.A.M.A. graduate, 
Write Box M-6, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Illinois. 








field of Ordinary Life Insurance and Accident and Health Insurance. 


All inquiries will on eon i utmost confidence and no action taken A CHALLENGE FOR TOMORROW: 
without permission of the applicant. ~ gman, mar an 26-34 years - ace, college 
-j = i i graduate, w success: experience in either 
Write Box M-13, c/o The National Underwriter Co., 175 W. Jackson ccc i en en cige Me nnn gh Bg 
Blvd., Chicago 4, Ill., giving full résumé of business experience applica- insurance and/or Aecident and Sickness insurance 
ble to this position; age; education; marital status; address and telephone : 
To a man who can create sales and promotional 


number. Interviews will be arranged with applicants of promise. material, who can train producers, who can de- 

velop sales for one of America’s largest and fast- 

=. growing life insurance institutions domiciled 
cago. , 








To a man who will become Assistant to the Director 
of Non-Cancellable A&S sales nation-wide and 


who, within a few years, will be able to take over 
the position himself. 


Direct a one-page summary of personal qualifica- 

NEW YORK CITY tions to Box M-9, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. All appli- 
cations are confidential. 


COMPANY FOR SALE 


Small eight year old midwestern stock com- 
pany. Issues life, A&H and credit life and 
A&H. Write Box M-I7, c/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 








WANTED 

Top executive for small Chicago loop group 
H&A and Life insurance company. Must be 
experienced to handle complete office and 
agents. Submit full qualifications and sal- 
ary desired to: Box M-10, ¢/o The National 
Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 





Hoey and Ellison Life Agency, Incorporated, New York 





City, general agents of the Equitable Life Insurance Com- MANAGER WANTED 
pany of lowa for the past 31 years, will retire from the life 
insurance business and resign as Equitable Life of lowa NEW LIFE INSURANCE COMPANY 
general agents, effective May 1, 1956. Life company in process of organization 
offers an opportunity to man experienced 
The Equitable Life of lowa is currently seeking to secure in management. Home office in Miami, 
the services of a general agent for New York City. Only Florida. Good opportunity for growth. 


especially well qualified men in the 30 to 40 year age 
bracket will be considered for this unusually attractive 
general agency franchise. 


Write fully of experience, age, family and 
salary expected, enclosing photograph. 
Replies will be held in strictest confidence. 


GENERAL AGENCY WANTED 


Riverside, California 

Young man, age 32, wants General Agency in 
growing Riverside—San Bernardino, California 
metropolitan area. Eight years successful experi- 
ence with large life and A&H company in per- 
sonal production and supervision. Address Box 
M-5, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











WANTED 
EXPERIENCED GIRL for claim dept. of 
small group H&A and Life insurance com- 
pany in Chicago loop. Must be excellent 
correspondent. State salary and complete 
experience. Write Box M-I1, c/o The Na- 
tional Underwriter Co., 175 W. Jackson 
Blvd., Chicago 4, Ill. 

















Write concerning your qualifications to the Company at Our employees are aware of this ad. Reply 
its Home Office in Des Moines, lowa. Box L-91, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 

DEPARTMENT MANAGER AGENCY MANAGERS WANTED WANTED 
Well established General Insurance Agency in TO spearhead expansion program of one of na- We are looking for an experienced A & H_ Un- 
Ohio city of 100,000 desires to employ man to tion's top fifteen life companies, 26 appointments derwriter to take complete charge of our Com- 
take charge of Life, Accident and Health De- will be made this year in U.S. and Canada. mercial Division Handling Hospital, Major 
partment. State production, training ability, Prompt, confidential Interviews will be granted Medical and Weekly Indemnity Coverages. 
age, oolony requirements to Box L-82, c/o The qualified applicants. Send complete résumé to: Salary commensurate with experience and quali- 
National Underwriter Co., 175 W. Jackson Blvd., Box #K-23 The National Underwriter Co., 175 W. fications. Call MR. SCOTT at HA 7-7300, AMERI- 
Chicago 4, Il Jackson Blvd., Chicago 4, Illinois : —_ os er 175 W. Jackson 

i . J oe icago 4, Ill. 








ACTUARIAL STUDENT 


Opportunity with pension consulting firm 
in Chicago area. (Our personnel have 
been advised of this ad.) Write Box M-8, 





c/o The National Underwriter Co., 175 W. 
Jackson Bivd., Chicago 4, Ill. 
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Minn. Sales Congress 
Has Large Turnout 


More than 700 life agents were in 
Minneapolis for the annual sales con- 
gress of Minnesota Assn. of Life Un- 
derwriters, making it one of the larg- 
est and most successful meetings ever 
held. 

Three nationally known speakers 
were on the program. They were Burk- 
ett W. Huey, associate director of 
LIAMA, who discussed “Paul Bunyan, 
Life Underwriter”; Paul Swarm, Great- 
West Life, Decatur, IIl., whose topic 
was “C’s of Competition’, and W. H. 
Gove, vice-president of sales, ENC Re- 
cording Corporation, St. Paul, who dis- 
cussed “You Make the Difference.” 

Among luncheon guests were Judy 
Penney, Minneapolis aquatennial 
queen; and Mary Swan, St. Paul win- 
ter carnival queen, and Anita Valor, 
1956 Minnesota heart fund queen. 
Three of the agents present were 
awarded commemorative plaques by 
Miss Valor for the leadership they 
demonstrated in conducting the 1956 
heart fund campaign in Minnesota. 
They were E. B. Eliason, Jr., Crown 
Life, and Ed Peterson, Northwestern 
Mutual Life, both of the twin cities; 
and Robert Picha, Mutual Service Life, 
Fairmount, and Everal Bang, Mutual 
Service Life, Mankato. MALU adopted 
the heart fund as its annual statewide 
service project in 1951. 





S.C. Commissioner Bars 


Free Cover with Sales 


Commissioner Kelly of South Caro- 
lina has barred the offering of free 
insurance in connection with the sale 
of merchandise or personal service. 
Mr. Kelly said the sense and spirit of 
insurance statutes are opposed to any 
plan that detracts from the dignity 
and strict regulation of the insurance 
business. 

A state statute requires licensing of 
all insurance agents, he said in his 


ruling, so that a salesman of merchan- 


dise or services who gives free insur- 
ance violates the law unless he is 
licensed as an agent. 


Lincoln Nat'l Opens L. A. 
Agency, Names Ogden 


Lincoln National Life has opened 
a new agency in Los Angeles and 
appointed Robert 
B. Ogden Jr. gen- 
eral agent. The 
new agency, the 
third for Lincoln 
National in Los 
Angeles, is at 1653 
Beverly boulevard. 

Mr. Ogden en- 
tered insurance 23 
years ago with 
Occidental Life of 
California and has 
had sales, training, 
and _ managerial 





R. B. Ogden, Jr. experience. Before 
joining Lincoln 
National, he was associate general 


agent for Occidental at Los Angeles. 


S.C. Law Limits A&S 


Benefits to Loss 


One of South Carolina’s new A&S 
laws limits benefits to actual expense. 
It would prevent a person from ob- 
taining duplicate benefits by owning 
two or more policies. It would also 
limit time loss benefits to actual loss 
and a maximum of $200 a month. 

Premiums for any policy amount 
above actual expense, or in excess of 
time loss amounts of $200 a month, 
would be returned to the policyholder. 
Actual benefits would be prorated 
among the policies held. 








Form Southern United in Ala. 
Southern United, Inc., of Montgom- 
ery, a new life company with $5 mil- 
lion capitalization, has begun opera- 
tions. Chairman is Walter W. Bank- 
head, son of the late U. S. Sen. John 
H. Bankhead, and president is S. E. 
Belcher Jr., a lumberman. Offices 
are in the Old South Life building. 








Earl E. Clark, 
Houston G. Reese 
and Charles R. 
Dixon have been 
appointed general 
agents of Penn 
Mutual Life at 
Wichita, Louisville 
and Omaha, re- 
spectively. Mr. 
Clark has been 
general agent at 
Louisville since 
last year. Mr. 
Reese is a former 





Earl E. Clark 
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H. G. Reese 


C. R. Dixon 


supervisor at Richmond and Mr. Dixon a former district manager in Fresno 
county. All have been in the home office general agents training group. 





ADVERTISING AND SALES PROMOTION 





Due to expanding merchandising program, State Mutual Life Assur- 
ance Company seeks two men for its Advertising and Publicity Branch. 


1. MANAGER, ORDINARY SALES PROMOTION. Want an 





sharp-edged sales tools for 


experienced insurance advertising man with creative talent 
and the ability to sell it. Must be good writer, able to produce 


gramming. Will manage direct mail department. Excellent 
growth potential for the man who is not afraid to work. 


2. PRODUCTION ASSISTANT. To handle production details 


both package sales and pro- 








and be an understudy in sales promotion. Should possess 
some experience in advertising and be reasonably familiar 
with printing and allied subjects. An expanding career for 
ambitious young man. If you are presently stymied in your 
job, this may be the opening you are looking for. 
If you are qualified for either job, write fully about yourself and give 
us some idea of salary expected. All correspondence held in strict con- 
fidence. Address your reply to State Mutual Life Assurance Company, 
c/o Personnel Branch, 340 Main Street, Worcester, Massachusetts. 
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COATES, HERFURTH & 
ENGLAND 


Consulting Actuaries 


San Francisco Denver Los Angeles 








Haight, Davis & Haight, Inc. 
Consulting Actuaries 

ARTHUR M. HAIGHT, President 
Indianapolis - Omaha 
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BOWLES, ANDREWS & TOWNE 
ACTUARIES 


Insurance Company 
Management Consultants 


RICHMOND ATLANTA NEW YORK 
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MISSOURI 








NELSON and WARREN | 


Consulting Actuaries 
Pension Consultants 


ST. LOUIS KANSAS CITY 
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CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 


211 West Wacker Drive 
CHICAGO 6 
Telephone FRanklin 2-2633 








Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 Jehn Street, New York, N. Y. 














OKLAHOMA 











Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 


Telephone FRanklin 2-4020 
He S$. Tressel, M.A.1.A. W. P. Kelly 
M, elfman, F.S.A. A. Setweod 
M, Moscovitch, A.S.A. M. 
DO. Sneed L. r 





W. J. BARR 
CONSULTING ACTUARY 


Classen Terrace Building 
1411 Classen Blvd. 
Oklahoma City 6, Oklahoma 
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CHASE CONOVER & CO. 


Consulting Actuaries 
and Insurance Accountants 


Telephone WAbash 2-3575 
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CONSULTING ACTUARY 
ASSOCIATE 
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CLU Curriculum to Be More Practical 


(CONTINUED FROM PAGE 1) 





thorough understanding of all the im- 
plications of life insurance and related 
aspects of financial security is essen- 
tial to true professional service, he 
emphasized. 

More than a year of painstaking 
work went into the job of revamping 
the CLU curriculum. Officers of the 
American College, working with the 
examination board, the council of edu- 
cational advisers, and the executive 
committee of the college’s board of 
trustees developed the new program. 
In the process, consultations were held 
with numerous important groups and 
individuals in education and in life 
insurance. The work culminated at a 
meeting last month of the examina- 
tion board, headed by James E. Bragg, 
Guardian Life, New York City. The 
proposed new curriculum was ap- 
proved at a special meeting of the 
college trustees March 29. 

Candidates undertaking CLU stud- 
ies this fall will find that each of the 
five parts is designated by Roman 
numerals rather than letters of the 
alphabet. They will be supplied with 
study guides which have replaced the 
former study supplements. 

Here is a condensed outline of the 
revised curriculum: 

— e se 

Part I. Fundamentals of Life Insur- 
ance and Annuities: Needs and uses. 
Types of contracts. The arithmetic of 
premiums and reserves. Contract pro- 
visions and legal principles. Structure 
of the business. Fundamentals of pro- 
gramming and settlement options. The 
principal change in this part is that it 
brings in annuities and settlement op- 
tions because of the increased interest 
in these aspects of life insurance plan- 
ning. 

Part II. Business Life Insurance, 
A&S, Group Insurance and Pensions: 
Business purposes. Problems of old 
age, unemployment, and_ disability. 
A&S insurance. Group insurance, pen- 
sions and deferred compensation. This 
is an entirely new section, unlike any- 
thing previously in the CLU curricu- 
lum. In many ways part II can be re- 
garded as an advanced stage of part I. 
The subject of government, as such, is 
out of the program, and economics is 
shifted to part IV. The reason for re- 
moving government is that about 80% 
of CLU candidates have had at least 
some college work and there is not the 
need for government in CLU curric- 
ulum that there used to be. 

Part II in the revised curriculum, is 
according to Dean Graebner, “in large 
measure a study of the more special- 
ized aspects of life underwriting, or 
more specifically, the application of 
life insurance fundamentals. The busi- 
ness uses of life insurance, one of the 
growing areas of service for today’s 
life underwriter, is given much fuller 
treatment than was possible when it 
was combined in part C with law, 
trusts, and taxes. Introductory materi- 
al on social problems and social insur- 
ance sets the stage for an understand- 
ing of the problems of old age, unem- 
ployment and disability, all of which 
are fundamental to the need for and 
growth of health insurance, group cov- 
erages and pensions.” 

Part II. Law, Trusts and Tax- 
ation; Business law and life insurance 
law, estates, wills and trusts. Taxa- 
tion. This part, corresponding to part 
C in the old curriculum, no longer cov- 
ers business insurance, which was left 
out to permit more time being given to 
trusts and taxation. 

Part IV. Economics and Finance: 





Economics, family finance. Business fi- 
nance. This part in the former curricu- 
lum dealt primarily with financial in- 
stitutions, such as banks, mortgage 
companies, and corporate financing 
through various means. The change in 
emphasis is aimed at letting the agent 
learn about economic and financial 
problems from the viewpoint of the 
people he is likely to be talking to. 
Family finance, a subject new to the 
CLU program, includes a study of 
family budgeting, consumer credit, real 
estate, investments, and property in- 
surance. 
e e e 

Part V, “The Practice of Life Un- 
derwriting; Comprehensive’: Human 
motivation. Ethics. Case studies (fam- 
ily, individual, business, and estate 
situations). This is basically a case 
study course, covering everything from 
the simplest juvenile policy through 
the most complex estate planning job. 
It will enable the agent to see the 
practical application of all the funda- 
mentals he is studying. Also he will 
learn about motivational psychology, 
not in the sense of being taught how to 
sell, but learning something of the 
mental and emotional processes that 
cause people to buy. Part V will also 
include a comprehensive review of the 
previous four parts. 

In answer to auestions at the press 
luncheon, Mr. Bragg said the new 
course is more “practical” in that it 
“comes closer to the job than we’ve 
been before.”’ He said the problem has 
been to maintain high and professional 
standards of education and at the same 
time to bring the material closer to the 
practical. 

Mr. Gregg said that the reaction 
among the company men who have 
seen the new curriculum has been 
that it is “100% more saleable” to pros- 
pective candidates because of the more 
practical approach. Yet, as Mr. Bragg 
pointed out, the college has not lost the 
fundamental concept of Dr. Huebner 
and the late President David McCahan 
of the college: That the agent must 
have a broad knowledge to be able to 
see the client in his economic, social, 
and legal milieu. 


Mr. Bragg said he had often been 
asked, “Whv study economics?” He 
said that anyone who had ever had an 
interview on pensions would know 
why it is necessary to understand the 
impact of economic forces. 

In the latter part of this month there 
will be seven regional conferences at 
which 175 representatives from as 
many cities, representing life under- 
writers’ associations and CLU chap- 
ters, will learn about the new curric- 
ulum. There will probably be 100 to 
150 company presidents, and agency 
vice-presidents at these meetings. 

The following plan of transition 
from the current curriculum to the 
revised curriculum was developed so 
that no CLU candidate would lose 
credit for any examination he has tak- 
en: Persons with credit for part A will 
receive credit for part I; those with 
credit for part C will receive credit for 
part III; those with credit for part E 
will receive credit for part V; persons 
with credit for part B but without 
credit for part D will receive credit 
for part IV; those with credit for part 
D but without credit for part B will 
receive credit for part IV; persons with 
credit for both parts B and D will re- 
ceive credit for parts II and IV. 

Credit transfers will be made auto- 
matically and each active candidate 
will be notified of his present status 


prior to the beginning of fall classes. 

The new program reflects the finest 
and most progressive thinking in life 
insurance and educational circles and 
will be a milestone in CLU history, 
according to Chairman Myrick of the 
American College. 

“The CLU idea was based on the 
conviction that the distribution of life 
insurance should be lifted above the 
level of mere selling—that it should 
be conceived of as a professional ser- 
vice in which the life underwriter as 
the practitioner fits the product pre- 
cisely to the needs of his client and 
performs always in the interest of the 
client and the welfare of society,” said 
Mr. Myrick. “We feel that the changes 
represented in the new 1956 curricu- 
lum of the American College more 
than ever will enable the professional- 
minded life underwriter of today to 
serve adequately the needs of today’s 
client community.” 


Equitable, Ia, Makes 


Changes at Cleveland 


Morgan A. Yates, with Equitable 
Life of Iowa at Cleveland since 1946, 








O. G. Welsh 


Morgan A. Yates 


has been named general agent there, 
succeeding Orville G. Welsh who has 
requested that he be relieved of man- 
agement duties in the greater Cleve- 
land area to head Equitable’s new 
agency at Mansfield, O. The new 
Mansfield agency is composed of 
four counties that were formerly part 
of the Cleveland agency. 


Ind. Orders Blue Shield to 
Make Policy More Specific 


The Indiana department has issued 
a formal order to Mutual Medical of 
Indianapolis (Blue Shield in Indiana) 
to include its full, master schedule of 
indemnities in all policy contracts plus 
a provision that benefits will not be 
reduced during the period of coverage. 
At the present time, Blue Shield poli- 
cies in Indiana do not list a schedule 
of benefits but attempt to incorporate 
a master schedule by reference. 

It is the contention of the depart- 
ment that a policyholder must be is- 
sued a “true and complete contract of 
insurance” and that a policy which 
seeks to incorporate any provision or 
provisions by reference only is not a 
true and complete contract. 

The order states that it “may be 
complied with by printing and deliver- 
ing a new print of your policy or by 
delivering a rider form to each of your 
company’s insureds; such new print or 
rider must contain the master schedule 
of indemnities now incorporated. by 
mere reference into your present poli- 
cies and such new print or rider shall 
contain words which will obligate your 
company not to reduce benefits paya- 
ble during the period of coverage; such 
new print or rider shall be set in not 
less than 10 point type.” 

Blue Shield has indicated it will 
comply with the order. 


Occidental Names 2 at S.F. 


Edward A. Marshall, formerly with 
Prudential, and Homer D. Woodward, 
with Occidental Life of California 
since 1953, have been appointed as- 
sistant brokerage managers at San 
Francisco for Occidental Life. 








Welfare Fund Report 


Causes Misgivings 
(CONTINUED FROM PAGE 1) 

anyone considering this matter bear 
in mind at all times that the infrac. 
tions which have caused concern have 
involved only a fractional portion of 
the great mass of plans. In the great 
bulk of the cases, which in the aggre- 
gate involve many millions of work- 
ers, there has been no question what- 
soever—and this is true of all parties 
involved, union, employer, insurer, 
and agent or broker. 

“As the subcommittee itself has 
said, ‘perhaps too little has been said 
of the sound practices in the great 
majority of these plans and of the 
conscientious and ingenious efforts on 
the part of industry, labor, insurance, 
and banking, to bring benefits to 
scores of millions of employes at low 
cost.’ 

“In view of this, the insurance com- 
panies can only express the sincere 
hope, in the interests of the thousands 
of employers and millions of workers 
involved, that any measures taken to 
prevent questionable practices on the 
part of a small handful of persons do 
not result in additional cost nor im- 
pair the soundness of plans where 
there has been no question of per- 
formance in the public interest.” 


The same concern about federal leg- 
islation that would go needlessly far 
was expressed by Metropolitan Life 
in answer to inquiries. 

“We do not condone the abuses in 
the relatively few cases where they 
have been found and believe that ap- 
propriate action is advisable to reduce 
or eliminate the possibility of repeti- 
tion,” said Vice-President Charles G. 
Dougherty. “We are hopeful that any 
corrective measures adopted will be 
designed specifically to eliminate 
abuses in the areas where they have 
been found to exist without enacting 
sweeping provisions which would in- 
discriminately and unnecessarily ap- 
ply costly, cumbersome, or otherwise 
undesirable restrictions to all plans. 
Such restrictions might impair the 
continued sound growth of these very 
valuable plans in the wholesome and 
beneficial manner that for many years 
have generally characterized _ their 
growth and their service to millions of 
employes and their employers.” 

Expressing a preference for the type 
of state legislation embodied in the 
bill now awaiting action by the gov- 
ernor in New York, Mr. Dougherty 
said some form of disclosure legisla- 
tion may be found advisable at the 
federal level but that all the bills thus 
far proposed seem to be more sweep- 
ing than necessary. However, he ex- 
pressed confidence that modifications 
could be made that would accomplish 
the desirable objectives without need- 
lessly interfering with the efficient 
operation of thousands of properly op- 
erated plans. 


NEWARK—If federal disclosure 
legislation should contain a reporting 
requirement that would involve a 
breakdown of data for each bargaining 
unit of an employer’s employes, it 
would be an extremely serious matter 
for the future of group insurance, said 
Vice-President Edmund B. Whittaker 
of Prudential in answer to an inquiry 
from THE NATIONAL UNDERWRITER. 

One employer, for example, has 237 
bargaining units negotiating compenr- 
sation and benefits for its employes. 
The added cost of making a separate 
analysis for each bargaining unit 
would greatly increase the incentive to 
self-insure, said Mr. Whittaker. 
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The year of 1955 was a period of successful operation for 
Royal Neighbors of America as a fraternal life insurance so- 
ciety. Significant statistics for last year follow: 


Insurance in force increased $6,469,525 to a total of 
$426,523,654. 


New insurance sold increased to $22,760,000. 


Assets advanced to a total of $156,715,143.91, an increase 
of $4,224,688.84. 


The net interest earned was 3.45 per cent in 1955. 
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FRATERNAL LIFE 


(6lst 
ANNUAL REPORT 
FOR THE YEAR ENDING 
DECEMBER 31, 1955 


RESERVE 


Unassigned funds amounted to $17,884,255.22, an increase 
of $1,090, 598.84. 


Dividends paid amounted to $1,855,622.38, an increase of 
$40,478.81. 


Benefits paid amounted to $7,372,108.94, an increase of 
$260,311.69. Benefits paid since organization amounted to 
$198,243,749.38. 


Membership increased to 557,529. 


Condensed Balance Sheet of Royal Neighbors of America as of December 31, 1955 


ASSETS 


OPI as okr corte oa aie Ss Oe ee eS $ 
UNITED STATES GOVERNMENT SECURITIES...... 
MUINE@EPAL BONDS). «...5.6c.ccccc sc cecccene coneeesrscets 
Tax secured, $12,913,874.65, and revenue secured, 
$44,795,196.14. 


PUBEIC UEILIEY BONDS. ...:5....0.00000 586 ne desenes 


Operating companies. 


INDUSTRIAL AND MISCELLANEOUS SECURITIES. . 


1,767,934.99 
15,005,925.58 
57,709,070.79 
26,703,917.50 


6,182,891.62 


NII oe: ser ws pon Seats ate Ser ai chal so aes AO ee 7,.706,294.22 
$6,968,834.00 preferred; $737,460.22 common. 
FIRST MORTGAGE LOANS ON REAL ESTATE....... 37,359,744.05 
Conventional, $19,521,666.34; F.H.A., $5,189,373.34; G.L., 
$12,648,704.37. 
SUPREME OFFICE BUILDING.......... $434,572.99) 686.146.11 
ROYAL NEIGHBOR HOME.............. 251,573.12 5 peer” 
CRRTEBICATE, LOANS)... «5 scciccccceen covers cnnseies 1,980,401.92 


Money owed the Society by members on account of loans 
made to them on the security of their certificates. 


INTEREST DUE AND ACCRUED.................... 1,200,778.22 
PREMIUMS IN COURSE OF COLLECTION........... 376,261.81 
PY IS 5 Saisie eae saa velinsasewinenvekeews 35,777.10 


OD A ASS PRG eiaicc5. lieve velecie Conueee Camnees $156,715,143.91 
These assets are valued on basis prescribed by National 
Association of Insurance Commissioners. 


LIABILITIES 


CERTIFICATE RESERVES—computed at 214% on the 
basis of the Commissioners’ 1941 Standard Ordinary 
WGRUM BWR LEI c og acd noite a nclds aca deol cawecdcncodsercte $132,013,942.49 
Funds which, with interest and future premiums, will 
pay all certificate claims as they become due. 


DEATH CLAIMS AND MATURED ENDOWMENTS.... 296,694.01 
Funds set aside for payment of claims in process of adjust- 
ment and for those incurred but not reported prior to 
December 31, 1955. 
FUNDS HELD IN TRUST FOR MEMBERS 
ANED BEINEPICTAHIBS. «060 cccccccccccesccevccees 58,005.68 
FUNDS FOR DIVIDENDS TO DECEMBER 31, 1956.... —2,223,216.11 
PREMIUMS PAID IN ADVANCE..................... 506,313.38 
ESTIMATED AMOUNT DUE AND ACCRUED FOR 
CLAIM INVESTIGATIONS, COMMISSIONS, 
GENERAL EXPENSES AND TAXES................ 357,248.40 
FUNDS DEPOSITED BY MORTGAGORS AND 
EMPLOYEES FOR PAYMENT OF TAXES.......... 427,372.93 


1,723,308.18 


RESERVE FOR BONDS AND STOCKS................ 
1,224,787.51 


MISCELLANEOUS 
Includes funds set aside for expenses of quadrennial 
Supreme Camp in 1958. 


TOTAL LIABILITIES .................. 0c eee eens $138,830,888.69 


Ce 


UNASSIGIEE? PUIG yon 5 cc ccc cect ccccecscceccess 17,884,255.22 
Funds held for the additional protection of members. 
TOTAL TO BALANCE ASSETS................... $156,715,143.91 
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Villa Park, Illinois 
January 2, 1956 


Mr. Francis J. O’Brien, Vice President 
The Franklin Life Insurance Company 
Springfield, Illinois 

Dear O’B: 

The year 1955 represented my first calendar year with the 
Franklin Life family. I previously sold drug supplies and earned 
about $7,500 per year. With a growing family and a home with a 
big mortgage, I was anxious to improve my earnings. I was 
tremendously impressed by the picture Area Manager John K. 
O’Doherty painted for me as he dramatized a story of financial 
success and happiness beyond my wildest dreams. 

It was a great thrill when I first qualified for the Sixty Club and 
received my beautiful watch, After producing in excess of 60 sales 
in 60 days twice, I am proud to have ended my first calendar year 
with over $670,000 of net paid business. Even more important is 
the fact that my earnings have pyramided each month and I find 
myself at the age of 28 enjoying an income comparable to that of 
a business executive many years older. My cash earnings for the 
year amounted to $12,266.92 with nearly half that amount still 
forthcoming in deferred commissions. 

I am deeply grateful to the fine people at the Home Office for 
their continuous inspiration and cooperation and our wonderful 
Specials, which represent 99% of my sales, and without which I 
could never have enjoyed such success. 

Sincerely, 
Frank J. Rogers, Jr. 


An agent cannot long travel at a faster gait than the company he represents! 











Lhe Friendly 


CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
DISTINGUISHED SERVICE SINCE 1884 





exclusively to the underwriting of Ordinary and Annuity plans 
Over Two Billion Dollars of Insurance in Force 
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The largest legal reserve stock life insurance company in the U.S. devoted 





